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Reynolds Lifetime Aluminum Clapboard Siding going up on a typical veteran’s home. Note the 
precision of line — with no leveling off. Note the butt joint, on the fourth clapboard from the top. 


REYNOLDS 
[ifetime ALUMINUM 


BUILDING PRODUCTS 





y igen permanency in Reynolds 
aluminum building products . . . 
permanence in public acceptance as 
well as in the material itself. Imme- 


Reynolds Aluminum is here to stay 
in the building products field. The 
car-loads now being shipped, the 
houses now going up, are but the 














FOR ALL TYPES OF 
HOUSES ... FOR FARM, 
COMMERCIAL AND 
INDUSTRIAL BUILDINGS 


REYNOLDS 
: LIFETIME ALUMINUM 
CLAPBOARD SIDING 


Original development of Reynolds engi- 
neering! Each clapboard sets into flange 
of one beneath. Nailing completely cov- 
ered! Sheet thickness .032”, 8 and 12- 
foot lengths, exposed clapboard surface 
8”. Special Starter Strip, Butt Joints and 
Corner Caps. 


" Bs REYNOLDS 
3 LIFETIME ALUMINUM 
+e SHINGLES 





Sheet thickness .027”. Watertight inter- 
locking flanges. Nails completely covered. 
Coverage, 8” x 142”. Shadow line, 4”. 
Accessories: Eave Starter, Ridge Cap, 
Gable End Cap, Hip Cap and Valley. 


REYNOLDS 
~A_ LIFETIME ALUMINUM 
“SNAP-SEAL” ROOFING 


A new Reynolds-engineered product with 
watertight interlock between sheets. All 
nails covered. Accessories: Eave Starter, 
End Starter, End Wall Flashing, Gambrel 
Joint, Ridge Roll, Formed Valley. 6, 8, 10 
and 12-foot lengths, 24” coverage. 


REYNOLDS 
LIFETIME ALUMINUM 
WEATHERBOARD SIDING 


> 


.027” thick sheet, crimped in simulation of 
4” clapboard—which effect can be en- 
hanced by painting. 8, 10 and 1 2-foot 
lengths. 24” coverage. Easily erected in 
horizontal strips, 10 feet weighing only 
11 pounds. 





PUBI 

diate availability, in this housing forerunners of a modern trend as REYNOLDS 139 
shortage, is only one advantage. The important for dealers as for architects Z ’ LIFETIME ALUMINUM Tele 
public knows what it means to have and contractors. Ask your regular Htintingaee4 engmtie Gs ciate “ C 

i 

absolutely fire-proof, rust-proof roof- supply source now about Reynolds | 
ing and siding—impervious to rot, Lifetime Aluminum Building Prod- .027” thick. Either 2%2” x2” or 1%" x4" a 
. . : . amas : : corrugations. 6, 8, 10 and 12-foot lengths, 
verm:n and termites — lightweight ucts. Distribution is through usual Se” seveeaie. Aentnestion Cites WA Stuc 
and structurally strong. Farmers ap- building trade channels. Formed Valley, Roll Flashing. Perd 
preciate the fact that aluminum needs pho: 
no protective coating—eliminating REYNOLDS METALS COMPANY REYNOLDS subs 
maintenance cost. Homeowners who INCORPORATED \\ LIFETIME ALUMINUM a 
prefer their houses painted are find- _ Building Products Division Louisville 1, Ky. | | 5-V CRIMP ad 
: : 3 iDING os 
ing that aluminum holds paint a | || £4] ROOFING AND 5 pone 
longer — looks better, with less up- F'YOU seg RUST e .027” thick, superior in appearance and Nun 
keep. And all alike are learning the YOU KNOW IT's Nor efficiency. 6, 8, 10 and 12-foot lengths, whe 

’ , 5 ALUMINUM 24” coverage. Accessories: Ridge Roll, $) 

great advantage of aluminum’s radi- Formed Valley, Roll Flashing. 

ant heat insulation—the fact that an old 
aluminum surface reflects bs to 95% ALSO Reynolds Lifetime Aluminum a 

of all radiant heat, reflects it outward 2 STUDS, TRUSSES, WINDOW FRAMES, ; 
ae ee GARAGE DOORS AND A COMPLETE of t 
in summer, inward in winter. 12’ x 20’ UTILITY BUILDING : 
‘ 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with fair 
wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as central headquarters for the 
industry's consumer selling activities in the local community. 

4—Perpetuation of the free enterprise system as the basis of a more abundant and 
re ect. tk, ,, Sn rer are rer 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. 

The Editors 





are being precision-produced for 


America’s 


critical housing needs 


RECONVERSION HOUSING 
NOW REQUIRES 
MOST OF THE CURRENT 
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TODAY’S urgent reconver- available. They provide the -. 
sion housing needs—plus the PRODUCTION biggest advance in stock door alia 
critical shortage of shop lum- values in a decade. They'll save 
ber from which stock doors been overcome — substantial time and labor on the job, im- sia 
are made — has naturally re- additional quantities of dur- prove the appearance of every dep 
duced the number of doors able Douglas fir doors will be installation. Adr 
available for inventories or for available. ~ gra 
general building. e Tri 

Every door will be sturdy, the 
e Study the Pre-fit and Fac- attractive, durable — made to 
However, once the present tri-fit features which will be exacting standards by modern ers 
raw material shortages have precision methods. 600 
one 
bia 
gor 
whi 
can 
spit 
clo: 
Douglas fir Pre-fit and Factri- F 
fit doors will be shipped with TO 
protecting scuff-strips, of | ae 
course, so that precision-cut 
corners will not be marred in gat 
handling. era 
No 
= 
Pre-Fit 
the 
Douglas fir doors will be avail- ag 
able pre-fit to exact book size bre 
. . ready to hang without on- © bul 
the-job sawing and fitting. cla 
nul 
co gu 
Pre-Sealed Factri-Fit of 
Douglas fir doors will also be -_ 
Douglas fir doors will be avail- available completely machined Sir 
able pre-sealed . . . a feature —not only pre-fit, but gained Pa 
which improves dimensional sta- for hinges and mortised or bored 
bility, reduces moisture absorp- for locks as well. Doors will be — 
tion, and eliminates the need grade-marked, as in the past, 
for one prime coat. for ease in specification and 
ordering. They’l! be better doors C off 
in every way. 
loy 
| be 
Douglas Fir ter 
F | R D 0 0 K Ss INSTITUTE Tacoma 2, Washington f du 
DOORS The National Institute of Fir Door Manufacture! on 
un 
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FLASHES 


PRICE LID WILL STAY TIGHT ON LUMBER and oiher building 
materials despite government's action in lifting controls on meat. 
Price Administrator Porter listed building materials, household ap- 
pliances and rents among items on which controls will be retained. 


WYATT WILL BE REMOVED either following the November 
election or early in 1947, say Washington prophets. Timing will 
depend on election trend and ability to approach housing goal. 
Administration is placing responsibility for veterans’ housing pro- 
gram squarely on Wyatt. Note it is “Wyatt's program,” not 
“Truman's program’’ or “Administration program.” Wyatt will be 
the goat, not the Administration. 


MORE SOFTWOOD PLYWOOD IS AVAILABLE to home build- 
ers under a new CPA ruling. An increase of 300 feet or a total of 
600 feet per house may be used without restriction. There's only 
one catch—this increase is good for only the fourth quarter. 


18-DAY STRIKE OF 5,000 CIO LOGGERS SETTLED in the Colom- 
bia River area with the exception of one camp and its dispute has 
gone to arbitration. Strike started when a few A. F. of L. loggers 
who got jobs in a CIO camp refused to join CIO union. Other CIO 
camps went out in sympathy. 


MOST STRIKING REDWOOD PLANTS WERE OPERATING de- 
spite pickets. Mills are paying wage increases, but refuse to sign 
closed shop agreement. 


AMERICAN LEGION FAILED TO RATIFY W-E-T BILL in San 
Francisco. Expediter Wyatt repeated his appeal that won the 
V. F. W. indorsement in Boston, but the Legion decided to investi- 
gate the housing situation for itself. A seven-man will study vet- 
erans’ housing and report to the Legion’s executive committee in 
November. 


DISTORTING HOUSING DATA to fool the American public is 
the charge made by the National Association of Real Estate Boards 
against Expediter Wyatt. Boyd T. Barnard, president of the board, 
branded Wyatt's claim of three million houses short as “political 
buncombe.”” No government could survive, said Barnard, if Wyatt's 
claim was true. 


AIRCRAFT PLANTS ENTER THE HOME BUILDING FIELD in 
numbers. None are in production yet. All are after government 
guaranteed market contract. Aluminum and steel will be the prin- 
cipal materials. 


MANUFACTURERS COULD NOT OPERATE AS RETAILERS 
under a bill that Rep. Wright Patman, Texas, chairman of the House 
Small Business Committee, proposes to introduce at the next session. 
Patman’'s bill would prohibit such operations when they stifle free 
competition in an industry. 

TWO NEW PREMIUM PAYMENT PLANS will be announced 
soon. One will cover sand-lime brick and a second, wire nails. 
Incentive bonus of $20 per ton above a stipulated quota will be 
offered wire nail producers. 


'NONRESIDENTIAL BUILDING CURBS WERE TIGHTENED. Fol- 
Owing projects costing over $200 were banned: swimming pools, 
boardwalks, roller coasters; drive-in theaters, parking lots, cement 
tennis courts; fences of brick, wood or concrete. New ruling re- 
duced from $15,000 to $1,000 the amount of repair work permissible 
on industrial, utility and transportation buildings without a permit 


unless these buildings have a minimum floor space of 10,000 
square feet. 


x kK wk ke & &e & 


Jr, ae 
BUILDING PRropucts MERCHANDISER, October 26, 1946 








BILLION-DOLLAR MONTH 


New construction reaches 
highest peak since Nov. '42 


NEW construction in August 
reached the highest dollar level 
since November 1942 when war 
construction was in full swing, ac- 
cording to Wyatt’s September re- 
port on the Veterans Emergency 
Housing Program. The exact fig- 
ure was placed at one billion 74 
million dollars. 

Residential construction outside 
the farm bracket amounted to 380 
million dollars, exceeding nonresi- 
dential building by nine million 
dollars. Nonresidential building 
showed the smallest gain this year 
—three percent. 

Wyatt, by his report, claims that 
starts for the first eight months of 
this year total 708,100. His report 
claims 62,800 August completions. 
Fewer than 1,000 of these, Wyatt 
says, were started in 1945. Of the 
August completions, 42,200 were 
claimed as new permanent dwell- 
ings. The January-August figure 
on new homes completed was put at 
236,400. 

Production of factory-built 
homes continued to lag. August 
shipments were estimated at 3,600, 
about the same as July, making a 
total of 21,100 for the first eight 
months of this year. Ninety firms 
which received authorization for 
materials made no shipments at all. 
Lack of production was blamed on 
material shortages. 


STEEL HOUSES 


Government guaranteed market 
ready for one-story dwelling 


STEEL followed plywood in the 
prefabricated field as the approved 
building material under the govern- 
ment’s guaranteed market plan. 

The William H. Harman Corp., 
Philadelphia, was guaranteed a 
market for 10,000 prefabricated 
houses, none of which are in pro- 
duction. It will be December be- 
fore the first one comes off the as- 
sembly line in a war surplus plant 
at Fullerton, Pa. 


HARMAN’S HOUSE PLANS 


Harman plans to build eight types 
of houses with f.o.b. factory prices 
ranging from $2,925 to $2,965 for 
two-bedroom and $3,352 to $3,672 
for three-bedroom models. Fully 
erected and equipped, the houses 
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are expected to sell for $6,000 to 
$7,500 including $1,000 for the price 
of a lot. 

The basic design is a one-story 
structure, rectangular in shape with 
a pitched roof. Panels made of 
steel channels and sheets form the 
walls, roof and partitions of the 
house. Blanket-type insulation is 
used in the wall and ceiling panels. 
Gypsum wallboard is used as an in- 
terior wall finish. Windows are of 


steel casement type with double 
strength glass. 

As shipped from the factory, the 
packaged house will include the fol- 
lowing equipment: kitchen cabinets 
of enameled steel; bathroom fix- 
tures; an electric or gas range and 
an electric, gas or oil hot water 
heater; oil or gas heating equip- 
ment and a 275-gallon tank if oil 
heat is used, also electrical wiring. 

The packaged house will be 
shipped to a dealer, who will con- 
tract for its erection. 

ALUMINUM NEXT 
Aluminum will be the next mate- 


rial to enter the prefabricated house 













A-Y mill. 


service in 


Quality in the Tree 


This is a sample of the fine quality Pon- 
derosa Pine timber behind the modern 
While we can't invite orders at 
present, we're looking forward in due 
course to resumption of our dependable 


Industrial Items, Factory Lumber, 
Mouldings, Yard and Shed Stock 


Alexander-Yawkey 
Lumber Company 


Prineville, Oregon 


Members Western Pine Ass~.-Ponderosa Pine Woodwork 
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field, Robert A. Irwin, deputy hous. 
ing expediter, reported. He saiq 
five plants—none he would name— 
would be ready to start production 
soon. Their total production would 
mean 100,000 homes “more or less” 
in 1947, Irwin claimed. 

A few days after Irwin’s state. 
ment, three aircraft firms—Good-. 
year, Taylorcraft and Consolidated- 
Vultee—announced plans for metal 
homes. Goodyear’s first aluminum 
homes, costing from $5,000 to 
$6,500, will be off the assembly line 
in a matter of weeks, a spokesman 
said. The one-story buildings will 
include a kitchen, two bedrooms, a 
living room-dinette and a bathroom, 

O. K. Bell, vice president of 'Lay- 
lorecraft, said his firm woula tnanu- 
facture 15,000 aluminum ur steel 
houses in 1947. 

Harry Woodhead, president of 
Consolidated-Vultee, said the Down- 
ey, Calif., plant can turn out 80 to 
100 houses daily starting next 
spring. Actual production, he add- 
ed, will depend on an agreement 
with Housing Expediter Wyatt. 

“We are not at all interested in 
building just a few homes,” added 
Woodhead. “Either it’s big business 
or no business.” 


WRECKING THE INDUSTRY 


OPA is doing just that with 
lumber, says OPA aid, quitting 


DISGUSTED and_ disillusioned 
with their job of enforcing OPA 
regulations that are destroying the 
lumber industry, legal counsel for 
that government agency are grad- 
ually speaking out as they resign. 

Marshall T. McCulloch, regional 
attorney for OPA in charge of its 
lumber enforcement division, is the 
latest. He charges OPA with “try- 
ing to wreck the lumber industry.” 

This is how OPA does it, McCul- 
loch says: i 

1. Through regulations contrived 
to encourage black market opera- 
tions by small mills for the purpose 
of putting large mills out of busi- 
ness. (McCulloch said his superiors 
ordered a hands off policy in regard 
to violations by small mills.) 

2. By direct partnership with the 
lumber black market through the 
national forest service by selling 
stumpage to mills at prices above 
OPA ceilings for logs. 

3. Through amendment 20 to 
OPA’s second revised OPA regu- 
lation 215, permitting mills which 
ship in less than carload lots to set 
up their own retail yards. 

“These are largely itinerant 
mills,” McCulloch said. “Many are 
fly-by-nights and nearly all are 
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Wheeler Osgood Products 
Have Helped Build America 


Most of the 35,000,000 doors made by Wheeler Osgood in 
the past 57 years have gone into the homes of America... 


ee 

















Wheeler Osgood products have also 
gone into such great buildings as The 
Marine Hospital in Seattle, The Muni- 
cipal Auditorium in Oklahoma City 
and NBC’s Radio City in Hollywood. 


Today, our primary concern is to get 
Wheeler Osgood products to our job- 
bers to fill the vital housing needs of 
the nation . . . to help the nation’s 


emergency housing program. 


Two of our most widely-known, widely-used products are 
the amazing, new resin sealed Tru-Sized Door and versa- 
tile Laminex Plastic Faced Plywood. Look into the ad- 


vantages of these modern, proved products. 


Contact your Wheeler Osgood office 
for complete information. 


E WHEELER, OSGOOD COMPANY 


Plants and General Office: “Tacoma /, Washington 


NEW YORK OFFICE..... 1326 Empire State Building, New York 1, New York . . . Phone: Penn. 6-2954 
CHICAGO OFFICE...... 134 So. LaSalle Street, Chicago 3, Illinois .... ... . Phone: State 5335-6-7 
SAN FRANCISCO OFFICE. . 3045 19th Street, San Francisco, California... .... ne: Valencia 2241 
LOS ANGELES OFFICE... . P. O. Box 7685 Del Valle Station, Los Angeles 15, Calif.. Phone: Vandike 6326 
TACOMA OFFICE ...... 1216 St. Paul Avenue, Tacoma 1, Washington ........ Phone: Main 8101 
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LOWER PRICED GRADES: EDDYSTONE-PELHAM-NUCORD - BENGAL 


SILVER LAKE CO. 


MILLS-CHATTAHOOCHEE, GA. SALES--99 CHAUNCY ST., BOSTON 

















FISHING, like the lumber 
business, calls for a lot of optimism, 
persistence and patience. 


Kirby has been outstanding in opt- 
imism, as is evidenced by the ac- 
cumulation of timber lands back in 
those bygone years when choice 
stands of timber were available, but 
few were optimistic enough to invest 
for a lumber future. 


Kirby has been persistent, which ex- 


KIRBY 


Yellow Pine 

















plains continued efforts at reforesta- 
tion year after year, until the position 
now held in that respect is enviable. 


Kirby exemplifies patience, as do 
so many other Southern pine opera- 
tors who produce lumber with Job- 
like fortitude notwithstanding every 
type of regulation and every possible 
discouragement ... and Kirby distrib- 
utes that lumber under ethical prin- 
ciples of fair dealing and impartiality. 


LUMBER 
CORPORATION 


Southern Hardwoods 


“A Wood for Every Purpose” 


KIRBY BUILDING 


HOUSTON, TEXAS 
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the black market. These are the 
mills I was told to leave alone.” 

OPA regulations, added McCul- 
loch, are deliberately designed to 
destroy old, established distributors 
and “historic distribution channels 
of trade.” 

“It looks to me like a well laid 
socialistic or communistic plan,” de- 
clared McCulloch. 


LABOR 
Chicago building employers 
ask return of five-day week 


AT CHICAGO, the _ Building 
Construction Employers Associa- 
tion adopted a resolution asking all 
contractors and unions to cooper- 
ate in restoring the five-day week. 

By resuming the 40-hour week, 
allowing overtime only on occasions 
of emergency, expensive double- 
time construction will be elimi- 
nated, also the pirating of me- 
chanics which has been instrumen- 
tal in causing some contractors to 
consider overscale wage payments 
as necessary in order to retain 
their workmen. 

It is generally admitted that 
overtime fails to increase the pro- 
duction of a normal five-day week, 
since workmen cannot work at 
maximum efficiency throughout a 
seven-day period. 

At Calvert, Ala., employes of the 
Trimble-Dendy Lumber company 
by a vote of 40 to 7 rejected the 
International Woodworkers of 
America, CIO, as its bargaining 
agency at a recent election under 
the supervision of the National 
Labor Relations Board. 


BUILDING COSTS 


Foley says private builders 
backward, their plans obsolete 


RAYMOND H. FOLEY, FHA 
commissioner, announced a drive to 
cut building costs. At the same 
time, he blamed the private build- 
ing industry for high construction 
costs. 

Speaking before the American 
Life convention in Chicago, Foley 
said FHA plans to examine sub- 
contracts, lump sum payments and 
cost data reports from its field of- 
fices in an effort to cut building 
prices. 

Private industry’s building tech- 
niques and organization are out- 
moded, Foley said, pointing to the 
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'Of all insulations we prefer 








The Zoller Lumber Company office, which looks like a gra- 
cious Florida home, does its share of merchandising building 
materials and services. 





Attractively packaged KIMSUL and sparkling KIMSUL point-of- 
sale material make fine, self-selling floor displays, help keep 
Zoller insulation sales in high gear. 


= to promote KIMSUL' 


...says this Florida dealer 


Kimberly-Clark Corporation 
Neenah, Wisconsin 


Gentlemen: 


"For the past several years we have 
handled Kimsul insulation in Manatee County 
in Florida. Of all the building insulations 
on the market today, we prefer to promote 
the sale of Kimsul because of its unique 
characteristic of ease of handling both in 
our warehouse and in delivery to the 
job site. Our contractor customers report 
the cleanliness of the material itself 
makes it enjoyable to work with particu-— 
larly on warm days, and their many 
repeat orders make it a profitable item 
to handle. 


"The sales cooperation, through 
national advertising and the wide variety 
of excellent promotion materials avail- 
able, have increased customer acceptance 
to an extent that Kimsul with us is a 
must on every job where insulation 
is specified." 


Zoller Lumber Company 
B. U. Zoller 





Like the Zoller Lumber Co., you, too, will go all-out in 
praise of KIMSUL—once you start selling this easy-to-handle, 
fast-moving, profitable insulation. For KIMSUL . . . a basically 
efficient product, powerfully merchandised . . . can produce 
an amazing volume of existing-home and new-home insula- 
tion sales! For full information on KIMSUL dealerships, write 


Kimberly-Clark Corporation, KIMSUL Division, Neenah, Wis. 


We are producing all the KIMSUL Insulation we possibly can, 
but due to the great demand, your distributor may have some 
difficulty in supplying you as promptly as usual. 
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*KIMSUL (trade-mark) means Kimberly-Clark Insulation 
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industry as a “collection of diverse 
businesses, professions and entre- 
preneurs.” He said government 
will develop much of the basis on 
which the industry can develop. 

Calling for a simplification of 
the channels of distribution, Foley 
said too many persons handle and 
take profit out of building material 
between the mines and forests and 
the actual building site. 










LUMBER SALESMEN MEET 


Commissionmen demand Federal 
controls be revoked at once 


THE “immediate and complete” 
elimination of all controls over 
housing as the only practical means 
of getting the housing program un- 
der way was demanded in a resolu- 
tion adopted by the National Asso- 
Lumber 
Salesmen, Inc., at their annual 


ciation of Commission 


meeting in Chicago, Oct. 2. 


A second resolution urged the 
defeat of the W-E-T bill, calling 
on “all persons interested in the 















































After the first Moore 


Columbus, Ohio (above) 


product than any other 
installed. 





If you are interested in kiln drying 
and wish to be placed on our mail- 
ing list, send us your name and 
name of the firm with which you 
are connected. 
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Ohio Manufacturer Installs Moore 
System after Success at Penn. Plant 


Cross-Circulation System 


paid for itself in a short time, Boyertown Burial 
Casket Co. installed additional Moore Kilns at 


and Boyertown, Penn. 


Records kept by the Columbus plant indicate the 
Moore Cross-Circulation System seasons more 
lumber at lower cost and produces a higher quality 


drying system they have 


Write today for information. 


MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns and Veneer Dryers 


JACKSONVILLE 1, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 


MOORE J)RY KILNS 
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maximum amount of housing with 
the material available” to work to- 
ward the defeat of this bill. 

A. T. Brink, Kansas City, Mo,, 
was reelected president; F. A. 
Widman, Louisville, Ky., first vice 
president; C. O. Aschmann, Chi- 
cago, second vice president; Martin 
Crow, Jr., third vice president; 
Fred German, Chicago, treasurer; 
Frank J. More, St. Louis, Mo., sec- 
retary-manager. 


COMING CONVENTIONS 

Nov. 1-2—Logging Congress, Tim- 
ber Producers Association, Mich- 
igan College of Mining and Tech- 
nology, Houghton. 


Nov. 6-9—National Paint, Varnish 
and Lacquer Association, Tray- 
more Hotel, Atlantic City. 

Nov. 12-14—Western Forestry and 
Conservation Association, Mult- 
nomah Hotel, Portland, Ore. 

Nov. 19—Pacific Lumber Remanu- 
facturers Association, Multno- 
mah Hotel, Portland, Ore. 

Dec. 2 & 3—Southern Sash & Door 
Jobbers Association, New Or- 
leans, Hotel Roosevelt. 

Jan. 13-15—Middle Atlantic Lum- 
bermens’ Association, Atlantic 
City, Claridge hotel, no exhibits. 


Jan. 13-15—Kentucky Retail Lum- 
ber Dealers Association, Louis- 
ville, Brown hotel, exhibits. 

Jan. 14-16—Northwestern Lumber- 
mens Association, Minneapolis 
Auditorium, Minneapolis, Minn. 


Jan. 22-23—Carolina Lumber & 
Building Supply Association, 
Charlotte, Hotel Charlotte, ex- 
hibits. 

Jan. 22-24—Southwestern Lumber- 
mens Association, Kansas City, 
Auditorium, exhibits. 


Jan. 27-29 — Northeastern Retail 
Lumbermens Association, New 
York, Pennsylvania hotel, exhib- 
its. 

Jan. 28-30—Nebraska Lumber Mer- 
chants Association, Omaha, Au- 
ditorium, exhibits. 


Jan. 28-30—Ohio Association of 
Retail Lumber Dealers, Colum- 
bus, Deshler-Wallick hotel, exhib- 
its. 

Feb. 2-4—West Virginia Lumber 
Supply Dealers Association, 
Charleston, Daniel Boone hotel, 
exhibits. 

Feb. 4-6—Michigan Retail] Lumber 
Deaiers Association, Grand Rap- 
ids, Pantlind hotel, exhibits. 

Feb. 5-6—Lumber Dealers Associa- 

tion of Western Pennsylvania, 
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CHAINSAW 


REG.U.S PAT. OFF. 


One Mall Gasoline Engine Chain Saw will fell and 
buck 4 times as many board feet (International 
14-inch scale) of timber as one hand-operated cross- 
cut saw, in the average 8-hour day. 


All of this work is done with a minimum amount of 
effort. Three quick cuts is all it takes to fell a tree 
with precise direction . . . thereby eliminating the 
backache and muscular fatigue that accompany 
manual cross-cutting. 


Because it is not hampered by compressor or 


Write for name of nearest distributor. 


generator sets, the Mall Gasoline Engine Chain Saw 
can be carried rapidly over rough terrain and 
through heavy underbrush. The cutting chain and 
guide plate swivel, so that no time is lost between 
horizontal, vertical and angle cuts. 


The powerful, 2-cycle gasoline engine starts easily 
in any weather... runs all day on very little fuel. 
The handle throttle places control at the operator's 
fingertips and the automatic clutch prevents stalling. 
Pneumatic and Electric models are also available. 


Demonstrations can be arranged. 


CHAIN SAW DIVISION 


MALL TOOL COMPANY 


7733 South Chicago Ave., Chicago 19, Ill. 
OFFICES IN PRINCIPAL CITIES 


lows Pat om 


M PORTABLE 
> ~~~) POWER 
TOOLS 


Mall Gasoline Engine Chain Saw. 
Available in many cutting capacities 


BuILpDING Propucts MERCHANDISER, October 26, 1946 














Western Wholesalers 
Still Unable to 
Invite New Customers 


Your Western Wholesalers have 
been hoping month by month that 
demand would begin to level off 
to where they could again begin 
to serve all comers — promptly, 
efficiently as in years past. 


But with utmost diligence, they've 
been unable to gain appreciably 
on existing order files. Demand 
continues strong, while shipping 
conditions are a little less favor- 
able. 


Depend on it — your Western 
Wholesalers are exercising every 
effort to increase the flow of lum- 
ber to their customers. They're 
keeping a watchful eye on operat- 
ing and shipping developments— 
and will again welcome the op- 
portunity to perform for you as 
soon as supply conditions will 
permit. 









Wy. f lg Voy | Vd. lon ie 
564 Market St., San Francisco 4, Cal. 
MAUK SEATTLE LUMBER COMPANY 
SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 
(Sawmill: 


CARL SODERBERG = pine Products 
LUMBER COMPANY ‘Silic,’ Gre) 
Manufacturers and Wholesalers Wenn 
Morrill & Sturgeon 
Lumber Co. 


The tats af Qneney 
Yeon Bidg., Portland, Ore. 


WALES LUMBER COMPANY 


Old National Bank Building 
SPOKANE - - - WASHINGTON 
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Fort Pitt Hotel, Pittsburgh, ex- 
hibits. 

Feb. 9-11—West Virginia Lumber 
Supply Dealers Association, 
Huntington, no exhibits. 

Feb. 10-11—Mountain States Lum- 
ber Dealers Association, Denver, 
Shirley-Savoy hotel, no exhibits. 

Feb. 10-11— Tennessee Lumber, 
Millwork & Supply Dealers, 
Knoxville (?), exhibits. 

Feb. 10-12—Illinois Lumber & Ma- 
terial Dealers Association, Chi- 
cago, Sherman hotel, exhibits. 

Feb. 18-20—Wisconsin Retail Lum- 
bermen’s Association, Milwaukee, 
Auditorium, exhibits. 

Feb. 18-20—Western Retail Lum- 
bermens Association, Portland, 
Multnomah hotel, exhibits. 

Feb. 19-20— Mississippi Retail 
Lumber Dealers Association, 
Jackson, Heidelburg hotel, exhib- 
its. 


Feb. 20-21—Virginia Building 


Material Association, Richmond 
(?), John Marshall hotel, exhib- 
its. 

Mar. 5-7—Intermountain Lumber 
Dealers Association, Salt Lake . 
City, Utah hotel, no exhibits. 

Mar. 5-7—Iowa Retail Lumbermens 
Association, Des Moines, Coli- 
seum and Savory hotel, exhibits, 

Mar. 10-12—Lumbermen’s Associa- 
tion of Texas, Galveston, Munici- 
pal Pier, exhibits. 

Mar. 11-13 — Indiana Lumber & 
Builders Supply Association, In- 


dianapolis, Murat Temple, ex- 
hibits. 
Mar. 19-20— Louisiana Building 


Material Dealers Association, 
New Orleans, Jung hotel exhib- 
its. 

Mar. 19-20—New Jersey Lumber- 
men’s Association, Atlantic City, 
Traymore hotel, no exhibits. 


Mar. 26-27—South Dakota Retail 
Lumbermen’s Association, Sioux 
Falls. 

Mar. 27-28 — Florida Lumber & 
Millwork Association, Hillsboro 
Hotel, Tampa, exhibits. 
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“Boss we could sell that magician a home; he wouldn't need 
flooring.” 
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Allied Building Credits, Inc. 


Proudly Announces... 


ERE is real protection for your 

budget payment customers—a serv- 
ice for which they would gladly pay reg- 
ular premiums. But to make your selling 
easier—to offer you an additional sales 
tool Allied Building Credits, Inc., ab- 
sorbs the complete cost and gives it to 


you and your customers free of charge. 


The ABC Budget Payment Protection 
Plan is simply this—ABC will cancel all 
remaining payments on an ABC Instal- 
ment note should the note-maker die. 
Cancellation is complete—no further 
payments need be made either by the 


survivor or the estate. 


Yes, “Something new has been added’”’ 


ALLIED BUILDING 
CREDITS, INC. 


Complete Instalment Note 
and Mortgage Services 
for the Building Industry 


2 Y +a 
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“Padget Payment Protection Plan 


to make your selling easier and to build 
your prestige. But nothing new has 
been added to your notemaking proce- 
dure. No new form is required—nothing 


new for you or the buyer to sign. 


The coverage is automatic. In fact this 
new protection service is already in effect 
—it covers all sales made on an ABC 
Budget Payment Plan for moderniza- 
tion and improvements since September 
25, 1946. Be sure to tell your customers 
of this free protection. Be sure to tell 
your prospective customers personally 
and in your advertising that when they 
do business with you their time pur- 
chases are covered by the ABC Budget 
Payment Protection Plan. 














—_ If you are not already using 


the ABC Budget Payment 
Services to simplify your sell- 
ing, write Allied Building 
Credits, Inc., 2508 First 
National Bank Building, St. 
Paul 1, Minnesota. You will 





receive complete informa- 
tion how this service can be 
made to work for you. 
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TO BIGGER HINGE PROFITS 


Get the most out of this continuing 











campaign to help you sell 50% more 
hinges. Use the window and counter 
displays. Show your customers the 
many types of Stanley Hinges. In 
short, help yourself to a good share 
of the hinge profits that are being 


built up for you in the months and 





years to come. 














FREE DISPLAYS 
Ideal for window or counter. Beautifully 
lithographed in full color. Two sizes, 
2014 x 2914 inches, and 714 x 12 inches. 
*Free to Stanley dealers. 

*Packed one large, 2 small displays in carton. 


a, PREVENT WARPING 
"gu KEEP DOOR IN LINE 





THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT 
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A fine group of Stair Nos- 
ings and Thresholds. 


- STAR FINAL 
sy 


for TODAY’S METAL TRIM NEWS 


Here’s the good news from Youngstown 
Manufacturing, Inc. Instead of a few limited 
styles, there are now over 100 “Superior” metal trim 
shapes available, and prompt delivery will be made on all or- 
ders. Made of the finest alloy, “Superior” trim is fin- 
ished by the exclusive Schuler luster process to 





give you uniform finish of every piece of trim. 
And for perfect straightness and easier installa- 
tion, “Superior” offers True-Edge Quality. 

It will pay you to check with Youngstown Man- 
ufacturing, Inc. for all your metal trim require- 
ments. Use the handy coupon today—send for 
free literature and price lists. 


An outstanding collection of matched 
designs for Wall Covering, available 
for light weight, 1/16" and 1/8" Wall 
Covering, and 3/16" Wallboard. 





PROMPT 
DELIVERY 
sacsiieiie ON ALL 
n excellent grou =. 

forSink Tops, Cah A ‘a oe’ Des 1 ORDERS 


inet Tops, and 
Floor Instal- 
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BRANCH OFFICES AND WAREHOUSES 


YOUNGSTOWN MANUFACTURING, Inc. 
YOUNGSTOWN, OHIO 


363 W. Peachtree Street NE, Atlanta, Ga. 
363 S. Wall St., Columbus, Ohio 
217-219 N. Alabama St., Indianapolis, Ind. 
126 N. 3rd Street, Philadelphia, Penna. 
2038 E. 70th Street, Cleveland, Ohio 
506 Dudley Street (Rox.), Boston, Mass. 
12480 Evergreen, Detroit, Mich. 
20-Vesey Street, New York (Export Dept.) 


YOUNGSTOWN MANUFACTURING, Inc. 
66-76 S. PROSPECT ST. YOUNGSTOWN, OHIO 
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“THREE HINGES TO A DOOR" is necessary to the future 
security of the homes now being planned or being built. 


“THREE HINGES TO A DOOR" throughout the building 
is the most dependable assurance of free-swinging, 
smooth operating, non-sagging doors for the life of 
the home. 














“THREE HINGES TO A DOOR” guarantees perfect align- 
ment of locks and latches .. . positive protection without 
fail over the years. 


“THREE HINGES TO A DOOR” keeps the door true, and 
free from dangers of warpage even though green lumber 
might have been used. 


“THREE HINGES TO A DOOR” taxes the home builder 
very little in extra cost . . . and proves, over a long 
period, sound economy. 


“THREE HINGES TO A DOOR" will gain the ratification 
of all home owners and provide durable, peaceful satis- 
faction without fear of later troubles, replacements 
and repairs. 
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Your reputation as a wise, 
reliable contractor will be 
made if you recommend 
always—"Three hinges to 
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MANUFACTURING COMPANY 
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wet EDITORS 


Editorial Evokes Comment 


To the Editors: In your edition of September 28 
there appeared an excellent editorial .. . entitled Erpe- 
diting at $3000 Per House. We believe that this gives 
a more clear and concise picture of what the govern- 
ment controls are doing to the building industry than 
any statement we have heard made in the past several 
years. This editorial should be reprinted and sent to 
every individual in the United States. We have taken 
the liberty of making copies of this editorial with 
proper credit due to the AMERICAN LUMBERMAN ... 
and forwarded them to Senators Taft and Huffman 
from Ohio, and Congressmen Kirwan and Bender from 
Ohio. We believe that every building material dealer 
in the country should do this—VICTOR O. JOHNSON, 
Heller-Murray company, Canfield, Ohio. 


To the Editors: ... Your editorial entitled Expedit- 
ing at $3000 per House in the September 28 issue, is 
a masterpiece. And then when you go on with your 
article Elements in a Private Enterprise—Solution of 
the. Housing Problem in which you point out a very 
feasible program to supercede Mr. Wyatt’s foolishness, 
errors and arrogance which has done a lot to, but 
nothing for the G. I. Housing, you are “hitting the nail 
on the head” and are really showing what can be done. 

. .. Don’t forget to keep hammering away on the 
Wagner-Ellender-Taft bill, so that should its “‘macro- 
cephalic head” appear again, it will be immediately 
cut off by the tremendous reaction that you can arouse 
in the public’s mind.— E. C. WEST, Logan Lumber 
company, Tarentum, Pa. 


A Job for Lumber Manufacturers 


To the Editors: I date back to the days of the store- 
keeper when we too often invited the customer to 
“come in” and let us figure his bill. All pencils were 
sharpened and frequently price cutting was resorted to 
by the dealer who thought this a competitive necessity. 
Then the price cutter began to retire and a new brand 
of retailer developed. Improved methods were adopted, 
salesmanship came into the lumber yard and the dealer 
began the process of trying to become a merchan- 
diser. Soon this art must be expanded to apply to all 
of our individual business activities. This may be the 
young man’s opportunity. I hope so, because we our- 
selves grow old quickly and we must keep our country 
and the lumber industry young. 


It is my belief that the lumber manufacturers have 
neglected too long to assist the dealer in his efforts 
to distribute lumber. It has only been a short time 
ago that the “High Cost of Cheap Construction,” 4 
“Kind and Grade for every use,” and grade and trade 
marking were offered the ultimate consumer as his 
assurance that he was getting what he needed and 
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Flintkote Asbestos-Cement Shingles 
and Sidings are ideal for new con- 
struction .. . or for the economical 
modernization of existing homes. 









Yes, sir. The Weather Man is boss. 
* When it comes to placing a Flint- 
kote Asphalt Shingle on the market... 
he’s the one we have to satisfy. 


In the Flintkote Laboratory, there’s a 
Weatherometer ...a machine that 
makes time really fly. It produces 
weather effects in one-tenth the time of 
outdoor exposure. 


Day after day, hundreds of shingle 
samples undergo rigorous exposure tests 
in this machine. 


And, year after year, thousands of 
shingle samples are standing tests by the 
weather itself on the Flintkote Roof 
Decks in New Jersey, Louisiana, Illinois 





A new $1,000,000 research labora- 
tory, part of a $16,000,000 plant 
expansion program, will soon bring 
you even better Flintkote products. 


dy- — pia p , 
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FLINTKOTE 
Tht alate yoard off aerwice cod ‘nd more! 


Flintkote Cold Process Built-up Roofs 
go on fast, and economically, with- 
out fire hazard, when they're ap- 
plied by brush or spray equipment. 


and California. Some for as long as 20 
years. 


At Flintkote, it’s not enough for skilled 
scientists and engineers to say a shingle 
is good ... that it will retain its colorful 
beauty...that it won’t crack in cold 
climates or soften in blazing sun. 


Until the Weather Man puts his stamp 
of approval on a Flintkote Shingle...ap- 
proval that enhances your reputation by 
ensuring long years of service to the home 
owner ...it does not leave our plants. 


The Flintkote Company, Building 
Materials Division, 30 Rockefeller Plaza, 
New York 20, New York. Offices in 
principal cities. 





oo 


QUALITY BUILDING MATERIALS FOR MANY PURPOSES 








Flintkote Insulating Wool is easy 
to apply, light in weight, fire re- 
sistant, and won‘t mat or settle. 
Provides year-round home comfort. 
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That’s your cue to sell 
WOLMANIZED LUMBER* 


When a man comes in for lumber, for a 
new job or a replacement job, where 
dampness is a factor . . . sell him Wolman- 
ized Lumber. Why? Because this lumber, 
impregnated with Wolman Salts* pre- 
servative, will give him more years of 
service. 
You can recommend it for use in struc- 
tures exposed to: 
1 Moisture in artificially humidified 
buildings. 
2 Steam and vapor from industrial proc- 
esses. 
3 Condensed water vapor in walls, floors 
and ceilings of refrigerated buildings. 


4 Soil moisture and rainwater, held in 
joints, etc., of outdoor structures. 


5 Moisture condensed by concrete or 
masonry. 


When you sell him Wolmanized Lum- 
ber, you can say, “It’s pressure-treated 
. . . the only reliable method.” 




















CREOSOTING 









Kan, ean \\ FLAMEPROOFING 






WOLMANIZING 


1646 McCORMICK BUILDING, CHICAGO 4, ILLINOIS 
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LETTERS 


what he bought; all of these improved the confidence 
in the dealer and in the product delivered. 


May I ask, why aren’t all of the lumber mills inter- 
ested in their product after it is out of their hands? 
The manufacturers of paint, cement, plaster, mill- 
work, asphalt and asbestos items are interested in the 
proper use of their products, and in some instances, 
long after the items are in use. In fact, just about all 
of the so called “side lines” have a sales promotion 
plan behind them that does create sales and good will, 
yet the majority of the lumber mills simply cut and 
sell boards. 


If the lumber dealer is to become a merchandiser 
and render competent and complete service to the 
builder, the dealer should reasonably expect like sales 
assistance from all of his suppliers including the 
lumber mills. Then —and only then — will the aver- 
age lumber dealer be able to increase his percentage 
of lumber sales. To be sure we shall continue to add 
other lines of merchandise; yet if we retailers can 
secure the support from the lumber manufacturers 
which we need and will use, we will have enough busi- 
ness without going too far astray looking for new 
lines. 


Even though our stocks of lumber are depleted, even 
though the lumber mills may appear unconcerned now; 
even though we may be receiving a questionable deal 
from the mills; yet, most of the retail lumber and 
building material dealers are lumbermen at heart and 
hope that ’ere long they may get proper consideration 
and closer cooperation from their old sources of supply 
of lumber. During the 1950’s the dealers and the 
lumber mills may need to develop teamwork to the 
same degree that is now practiced by some of the com- 
panies in other fields of business activity. Let’s start 
now to get ready for the 1950’s. 

By these statements I mean to declare that I endorse 
the purpose which has caused the expansion of the 
AMERICAN LUMBERMAN into the AMERICAN LUMBER- 
MAN & BUILDING PRODUCTS MERCHANDISER. The entire 
industry should benefit by this change and I hope the 
lumber mills join fully in the program. I wish you 
success—_JAMES L. BROWN, J. L. Brown Lumber 
company, Maysville, Mo. 






































Uses Sales Training Plan 


To the Editors: Your article in the August 31 issue 
on sales training is the best and most complete article 
on this subject that I have seen anywhere. You are 
to be congratulated for publishing this article. It will 
do a tremendous amount of good if retail dealers will 
take the time and trouble to profit from it. 

During the last four years we have originated and 
put into operation a comprehensive job evaluation pro- 
gram which has been of almost inestimable benefit to 
our organization. We have been making some basic 
planning for improving our job training program but 
we are not yet entirely satisfied with our plan. Your 
article by Dr. Jacob G. Smuts is a gold mine of addi- 
tional ideas worth considering for incorporation into 
our plan.—N. P. BAGBY, Wm. Cameron & company, 
Inc., Wholesale, Waco, Tex. 
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THE ROOT OF THE HOUSING PROBLEM! 


The Public insistently demands from the light con- 
struction industry—a product—a quality new house 
—at a price they can afford to pay! 

We have provided the product; a new American 
home today is the finest in the history of shelter— 
but our industry is constantly pricing itself out of 
two-thirds of its market! 


The reason is simple—the answer complicated. 


We have failed as yet to apply efficient American 
industrial techniques to the production of new 
houses. 

The American Way is to produce more for less 
money at higher wages. It is accomplished through 
standardization, simplification of processes, mecha- 
nization, and streamlined production and distribu- 
tion, all summed up in the phrase engineered mass 
production. 

The result has been the historic transition from 
hand-craft to machine production in all basic indus- 
tries except the production of new houses. 


New houses are still produced under the old 
hand-craft custom-built system. While certain prog- 
ress has been made in the partial fabrication of 
house parts at the factory and occasional use of 
power tools on the site, on and off-site labor costs 
are still 75-80 percent of the total cost of a house. 


If the clothing industry, for example, were op- 
erated today under the system used in producing 
houses, the American people would be compelled 
(if they didn’t want to make their own clothes) to 
go to tailors or dressmakers and place an order for 
a suit or dress to be made and delivered at some 
future time. The tailor would then go out and buy 
the cloth, buttons, thread, and findings each from a 
different source and then produce the suit or dress 
by hand. 


The building industry does not need to apologize 
for the value given in the custom-built home—it is 
good looking, distinctive, and will wear extra well, 
Just as a custom-built suit, but it is not priced for 
the mass market. 


In nearly every end-use product the public buys 
except new houses, engineered-production and dis- 
tribution processes have reduced the amount of 
human labor by one-half to two-thirds. 


_ This has doubled the real value of human labor 
In the production of practically every consumer 
Product except new houses. 


When he buys food or clothing and nearly every- 
thing except new houses the worker trades his effi- 
client (mechanized) production for other efficient 
(mechanized) production — on an approximately 
equal basis. 
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But when he trades his efficient labor for a new 
house he trades for non-mechanized production 
which costs twice as much in human labor as his 
own production, because hand-craft labor produces 
50 percent less use-value per hour than mechanized 
labor. 

This means he must pay two hours of any type of 
labor except construction labor for one hour of con- 
struction labor to get equivalent value in end-use 
product. This is the root of the housing problem. 


The head of any family can afford to pay up to 25 
percent of his monthly income—or one week's pay 
per month for housing. 


But to buy or rent adequate new housing, be- 
cause of hand-craft methods of production, he must 
pay 50 percent of his monthly income or two week's 
wages. 


The construction worker too, in spite of having the 
same hourly rates as skilled workers in other indus- 
tries, pays twice as much in real wages for his own 
end-use product as he does for the products of other 
(mechanized) industries. 


This he cannot do and still provide his family with 
the other things they need. 


Therefore, with rare exceptions, the manual and 
white collar worker is compelled to buy or rent sec- 
ond-hand, depreciated, obsolescent and inefficient 
housing. (This applies to workers in the construc- 
tion industry as well as all others in similar wage 
brackets.) 


This condition will obtain until the light construc- 
tion industry organizes its production of new houses 
under the proved system of simplification, standard- 
ization, engineering and streamlining of production 
and distribution. 


This does not mean and should not be confused 
with the pre-fabrication of complete houses. Be- 
cause of transportation and erection difficulties, 
factory-built houses are only a marginal answer to 
the problem. 


What is needed is engineering by the producers 
and distributors of the new house product and its 
distribution in terms of labor saving substitution of 
machine work for human labor wherever such engi- 
neering saves costs at every step in orthodox pro- 
duction and distribution from raw materials to the 
finished house constructed on its site. 


Editor 





Imagination Plus Skill-- 


Formula for Successful Merchandising 


Cornices for palatial residences, racks for penicillin laboratories 
and cabinets for small homes are all turned out in the woodworking 
shop of an Eastern dealer who believes in doing every job well. 


ROM ROME TO TAHAWUS, 

from novelties to libraries, 
whether it is service for a Rocke- 
feller, Smith or Jones—it’s all in 
a day’s work for Nuroco Wood- 
work. 

World-wide, yet thoroughly local, 
sums up and best describes the op- 
erations of the New Rochelle Coal 
and Lumber company of New Roch- 
elle, N. Y. 

Located in Westchester county, 
22 miles north of New York, this 
firm has served the people of New 
Rochelle and vicinity for 85 years. 
The business was founded in 1861 
by Charles Hoffmeister. It stemmed 
from a small office and shed on the 


waterfront. In 1893 it was merged 
with another company and incorpo- 
rated under the name of the New 
Rochelle Coal and Lumber company. 
It has survived four wars and sev- 
eral depressions and with the gen- 
eral acceptance being given its 
Nuroco woodwork division its man- 
agement looks ahead with confi- 
dence to the future. 


LARGE, COMPETENT STAFF 


A COMPETENT staff of estima- 
tors, draftsmen, layout men and 
executive personnel is headed by 
E. H. Guest, president and treas- 
urer. Mr. Guest came with the New 
Rochelle Coal and Lumber company 


in 1924 as a salesman. From office 
boy to president measures the true 
course of Mr. Guest’s career. After 
graduating from Packard school, 
his first job was as an office boy 
with Johns-Manville corporation. A 
veteran of World War I he subse- 
quently spent four years with the 
United States Rubber Export com- 
pany, two of them traveling in Cen- 
tral and South America. F. B. 
Guest is vice president and secre- 
tary. Flora Hermanson and Donald 
Howard are assistant secretary and 
assistant treasurer respectively. 
It takes ingenuity for a retail 
lumber and building material firm 
to operate along the lines of the 


SPECIALLY designed and constructed racks for penicillin, left, are a definite contrast to the entrance, 
right, examples of work done by the New Rochelle company. 
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New Rochelle Coal and Lumber 
company. It could be easy for the 
management to lose its perspective. 
This company supplies the needs of 
its friends and neighbors in the 
accepted fashion of the regular re- 
tail lumber and building material 
dealer. At the same time products 
of its craftsmen have found them- 
selves far afield. Such an unusual 
dual service is made possible 
through its special manufacturing 
department which produces high 
class millwork and cabinet work. 

Under the trade name of Nuroco, 
materials and workmanship have 
gone into hundreds of projects on 
a world-wide scale. To do this job 
takes over 60,000 square feet of 
flor area and a total of 44 wood- 
working machines and associated 
tools and equipment. 

COMBINES IMAGINATION AND KNOWLEDGE 

IT IS well known that the pro- 
duction of cabinetwork and mill- 
work for churches and institutions 
requires a high degree of technical 
and practical knowledge. There 
must be imagination and versatility 
of approach to any manufacturing 
problem arising from this type of 
job in order that outstanding qual- 
ity will be created. 

Then again when it comes to 
serving industry, a woodwork plant 
must have the capacity to visualize 
the particular industry’s problems. 
It must adapt itself to fulfill un- 
usual requirements. Above all, 
speed is necessary. 

An outstanding example of Nu- 
roco performance along these lines 
is the incubator racks used in the 
Penicillin plant of the Lederle lab- 
oratories. With war stimulating a 
desperate need for this healing 
drug, Nuroco was given thirty days 
in which to develop and produce 
12,738 units of a special rack— 
items never before produced. In 
cooperation with the company of- 
ficials and the engineering and 
construction firm, an acceptable 
unit was developed, new manufac- 
turing processes were designed and 
put into use, and the entire job pro- 
duced within the time limit. 

SPECIAL MILLWORK FOR HOMES 

YET throughout it all it is a 
recognized fact that the craftsman’s 
creative urge usually finds its hap- 
piest expression in the production 
of backgrounds for living. Nur- 
0co’s skilled staff, according to Mr. 
Guest, takes particular pleasure in 
the production of special millwork 
for homes. “There’s added satisfac- 
tion,” he says, “in knowing that 
discerning owners will enjoy for 


Illustrations: Norm Advertising Ino, 
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E. H. GUEST, president of the New Rochelle 
Coal and Lumber co y: 


bp 





years the beauty and utility of 
panelling, cabinetwork, mantels, 
doorways, cornices, etc., produced 
in the Nuroco shop. Reproduction of 
authentic period designs and inter- 
pretation of architects’ conceptions 
are integrated by Nuroco with 
manufacturing processes that in- 
sure sound construction and last- 
ing owner enjoyment.” 

The New Rochelle Lumber and 
Coal company has supplied mate- 
rials and workmanship for many 
palatial residences including those 
of Cornelius Vanderbilt Whitney, 
Wheatly Hills; Mrs. E. Marshall 
Field, Syossett, L. I.; W. A. Rocke- 
feller, Saranac Lake; Dr. Jerome 
P. Webster, New York. The New 


Rochelle products are found, too, 
at the Bonnie Briar country club, 
Larchmont; the Apawamis Country 
club, Rye; at Peck and Peck’s beau- 
tiful store in White Plains or Huy- 
lers, New York. 


ONLY ONE PART OF BUSINESS 


WHILE it’s unusual for a retail 
lumber and building material dealer 
to maintain a department of. his 
business that transcends the ordi- 
nary—that in itself might be in- 
teresting—what makes it news is 
that the New Rochelle Coal and 
Lumber company is constantly con- 
scious that its highly specialized 
department is only one part of its 
entire business. The same skilled 
workmanship that produces the dec- 
orative interiors for palatial resi- 
dences is available to the small 
home owner whose needs may be 
more limited but who receives the 
same standard of quality. 

The company recognizes its serv- 
ice responsibilities to the fellow 
down the street who buys three or 
four boards to complete his kitchen 
repair job. It is interested at all 
times in helping the small home 
owner make his home more live- 
able. 

POLICY BRINGS DIVIDENDS 

THIS policy brings dividends in 
many ways according to Mr. Guest 
who tells of a customer who came 
to him with a very small problem in 
his own home. The requirements in 
building materials amounted to only 


INTERIOR of a New York store created in the Nuroco woodworking shop. 











WE’RE HAVING OUR TROUBLES 


trying to get you the materials you need for 
repair and building work! 


As you know materials are extremely scarce at 
present and much serious building must be post- 
poned! However, we are making every effort 
to get any items that are available. And we do 
urge you to come in and consult us about ANY 
job you may be considering. 


NEW ROCHELLE 
COAL & LUMBER CO. 
Telephone New Rochelle 2-1000 








$12 or $15 but the result to be ob- 
tained required the thought and 
assistance of someone who would 
give it undivided attention. Mr. 
Guest in telling about this incident 
says, “We satisfied the customer 
100 percent and it probably cost 
us money to do so. However, a few 
months later he became associated 
with one of the largest contractors 
doing work of a permanent nature 
at our military bases in Bermuda. 
He had a particular job to do with 
exacting specifications which dif- 
fered from any standard practice 
in the past. Because of the example 
set by us at his home, he figured 
that we were logically the people 
to do the job and obtained for us 
the opportunity of bidding. Our bid 
was accepted and we were able to 
satisfy the contractor and the 
United States Government fully.” 
Good will and good public con- 
sciousness go hand in hand in the 
management considerations at New 


Rochelle. Norm Advertising Inc, 
their advertising counsel, helps by 
preparing the kind of copy which 
generates customer good will. An 
excellent example of the proper bal- 
ance maintained is shown in the ae- 
companying advertisements, part of 
a regular schedule carried by the 
company before and all through 
the war and even now during these 
hectic days of material shortages, 
These good will building messages 
speak for themselves. 

Backed up by a set of principles 
designed to mean more satisfaction 
for the customer, the New Rochelle 
Coal and Lumber company builds 
and maintains customer confidence 
at a high level. It is a policy well 
summed by Mr. Guest who adds, 
“In our contacts with customers 
we have tried to have in mind not 
only the immediate sale but the 
building of good will and good pub- 
lic relations for future benefits to 
ourselves.” 


HUMOROUS but factual ads of the company attract attention and bring customers into the store. 








START YOUR HOME PLANS NOW! 


And let our friendly staff help you!... If 
you're a veteran we'll be happy to help you file 
‘your application for an H. H. Priority rating on 
building materials and we’ll help you work out 


satisfactory financing too! 


Come in and talk with us today about your 
future building plans. . . We’ll recommend the 
architects and contractors that can do the best 


job for you! 


NEW ROCHELLE 
COAL & LUMBER CO. 
Telephone New Rochelle 2-1000 














“SAY BOSS! ... HOW ABOUT 
MAKING ROOM FOR 
SOME VETERANS?” 


You can help solve some veteran’s housing prob. 
lems now—by converting extra space ‘in your 
home into rooms or a small apartment for some 
vet and his family! 


Paying for work of this kind is easy under the 
FHA loan terms on “remodeling for vets’! You 
may borrow up to $5,000 and take up to 7 years 
to pay! Come in and see us about it soon! 


NEW ROCHELLE 
COAL & LUMBER CO. 
Telephone New Rochelle 2-1000 
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Labor Shortage Held as Main 
Roadblock to Home Construction 


Building forum speakers say more men needed to fulfill commitments; 
blame government regulations for discouraging rental housing. 


HORTAGE OF MANPOWER 
rather than materials will be 
the main hindrance to rapid resi- 
dential building by next spring. 
One of the greatest current hin- 
drances is government regulations. 
That was the opinion voiced by 
leaders in various phases of the 
construction industry at a radio 
forum in New York recently. “What 
is the Roadblock in Housing?” was 
the theme of the discussion. 

David Tishman, prominent build- 
er and chairman of a special apart- 
ment house committee of the Com- 
merce and Industry Association of 
New York, Inc., predicted that by 
early spring sufficient materials 
will be available for mass produc- 
tion of homes. 

ANTICIPATE LABOR SHORTAGE 

“HOWEVER, we shall then be 
confronted with an even more seri- 
ous roadblock,” added Mr. Tishman. 
“The impending shortage of labor 
needed in the construction of vet- 
erans’ homes may be a tragic devel- 
opment, since, on the one hand, we 
shall have an adequate supply of 
building materials, and on the other 
hand, insufficient labor to use these 
materials to the maximum degree. 

“It will be recalled that in the 
depression years when there were 
more men than jobs, the general 
cry was ‘spread the work for more 
employment,’ which was done by 
reducing the normal work week 
from 44 to 35 hours and in many 
instances the normal eight-hour 
day to a five, six or seven-hour day. 
The cry should now be ‘spread the 
manpower for more work.’ ”’ 

One answer to the labor problem 
Suggested by Mr. Tishman would 
be a longer work day by building 
trades mechanics. Mr. Tishman 
proposes that the building trades 
Should add an extra hour to their 
daily working schedules—from a 
seven-hour to an eight-hour day 
plus four hours on Saturday on vet- 
erans’ housing jobs for the period 
of this emergency. 

This plan, Mr. Tishman pointed 
out, would mean an increase of 25 
percent in the productive power of 
labor and would reduce the cost of 


the house to the veteran. He em- 
phasized that by reducing his profit 
the builder can do a great deal 
toward facilitating home construc- 
tion. 

“The builder can afford to take a 
smaller profit if he has a reasonable 
assurance that present day hazards 
incidental to his business are mini- 
mized. Unforeseen causes of delay 
create unpredictable cost for which 
the builder must set up an adequate 
reserve.” 

GOVERNMENT ATTACKED 


ATTACKING government’s hand 
in. the home building program, John 
Adikes, president, Jamaica Savings 
bank, made particular reference to 
the rental picture. 

“A builder of rental units today 
has to be a real pioneer. His rental 
income is limited before he starts. 
His cost is very speculative. He 
must face not only the legitimate 
material cost increase, but once his 
building is under way he must get 
black market material to keep it 
going if his supply house fails— 
either that or go broke. 

“Because of the delays in obtain- 
ing material and the failure of 
labor to produce at prewar speed, 
the small home builders find it 
takes them about six months to 
complete houses they used to com- 
plete in three.” 


WHY MATERIALS ARE SHORT 


ANOTHER roadblock to housing 
is the labor shortage in the build- 
ing materials factories. H. M. 
Shackelford, vice president, Johns- 
Manville Sales corporation, touched 
on this situation. 

“We can not get enough people 
to man our existing manufacturing 
facilities, much less fill our needs in 
our expansion program. Our com- 
pany is hundreds of men short at 
the present time. On V-J Day our 
company had ready a 50-million 
dollar expansion plan to meet the 
demand for building materials 
foreseen long before the end of the 
war. Then came a series of work 
stoppages in industries not allied 
with the building industry. In ad- 
dition, our company, like many oth- 
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ers, suffered from this same wave 
of unrest during the winter of 
1945-46 when lumber and building 
materials dealers normally build up 
their stocks to meet the spring 
building demand.” 

Still another speaker to point an 
accusing finger at government for 
its failure in housing was Arthur 
W. Murphy, representing the Build- 
ing & Construction Trades council. 


BLACK MARKET CONDITIONS 


MURPHY blamed the major part 
of the increase in construction costs 
on the Federal government for pur- 
suing a price policy encouraging 
black markets. 

Such a situation, charged Mur- 
phy, is “due only to negligence on 
the part of the Federal government 
in giving these materials proper 
distribution.” 

Questioned whether one result of 
the GI Bill of Rights has been to 
encourage veterans to assume 
greater home debt obligations than 
warranted under their financial cir- 
cumstances, banker Adikes replied: 

“The number of veterans who 
are earning sufficient money to buy 
homes in today’s market is sur- 
prising. I think our problem is 
not that the veterans who are buy- 
ing are committing themselves for 
more than they are able to maintain, 
but how to provide housing for the 
vast majority of the veterans who 
do not earn enough to be consid- 
ered as prospective purchasers of 
houses today. 

Obtaining an adequate produc- 
tion of building materials in the 
future will depend in large measure 
on the elimination of the restraints 
and regulations which have up to 
now retarded increased production, 
Mr. Shackelford pointed out. 

“Obviously,” he said, “we are 
facing a crisis at the present time, 
but there is one thing of which I 
am very sure. And that is that we 
cannot legislate housing into being. 
The answer must come only through 
increased production and with in- 
creased production, decreased cost. 
That has always been the Amer- 
ican way.” 
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Guide to 


Correct Application of Aluminum 


These tips will not only help you do a good 
job, but will save you money in the long run. 


ALUMINUM ROOFING and siding have grown in 

popularity and are in wide use today. Customer 
satisfaction with these materials depends upon proper 
application and erection methods. 

Elements in the proper application and erection of 
aluminum covering as recommended by Reynolds 
Metals company are presented below as a guide to the 
satisfactoy use of this material. 

Steel and iron must not be allowed to contact the 
aluminum sheet at points where moisture may collect; 
or where poor sealing allows moisture to penetrate 
the roof; or where insufficient mechanical support or 
excessive loading can cause collapse. 

When aluminum and steel have moisture between 
them, a small electric current flows, causing holes or 
pits in the aluminum with subsequent deterioration 
of the aluminum sheet. 

PROTECTING CONTACT POINTS 

ANY means of avoiding actual metal-to-metal con- 
tact at those points where moisture collects will protect 
against this action. This can be done by providing a 
protecting sleeve or saddle of aluminum to cover the 
steel at point of contact; by use of a non-conductor 
such as building paper; or by painting with aluminum 
paint which then provides an aluminum-to-aluminum 
contact at the moisture collecting point between roof 
and support. 


TONGUE and hook locks designed for maximum weather resistance 
facilitate application of aluminum shingles. 
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The second important factor in proper erection is 
to assure a good seal around the opening made in 
fastening the sheet to its supports. Every method 
used in joining the sheet to the supports involves 
making a hole through the sheet itself. Unless the 
fastening affords a good seal at this point, deteriora- 
tion of the roof and possible damage to the contents 
of the building are inevitable. 

Several methods are recommended for sealing off 
the hole made in fastening. These include: use of 
rubber washers under nail, screw or bolt heads; use of 
washers made from zinc-chromate impregnated tape; 
application of roofing compound over the fastening. 

To prevent wind loads from pulling roofing sheets 
up off the nails, aluminum washers may be used to 
distribute the stresses and prevent such loads from 
tearing the sheet off the nail heads. 


METHODS OF ERECTION 


REGARDLESS of which type of roofing is em- 
ployed, the first sheet is always placed on the lower 
or bottom row at the opposite end of the roof from 
which the prevailing winds come. Then as additional 
sheets are overlapped in laying the first row, protec- 
tion from driving rains carried by prevailing winds 
is afforded by the side laps. Application is thus in 


THE correct method of applying “snap-seal” roofing is shown in this 
illustration. 






























































EAVE STARTER 
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sing rows from eave to ridge, proceeding along the 
roof ‘oward the windward end. 

Second and succeeding rows of sheets are placed to 
lay over the preceding rows at the end. A six-inch 
overlap at the ends is specified when sheet is used as 
roofing and four inches when used as siding. 


NAILING THE SHEETS 

CORRUGATED sheets are always nailed through 
the top of a corrugation since any rain running down 
the roof tends to collect in the bottom of the corru- 
gation. Nailing at the top greatly reduces the amount 
of water that may enter around an imperfectly sealed 
nail hole since at the top the water is running away 
from the nail hole instead of into it. 

Overlapping sheet metal roofs will not provide 
proper protection unless a certain minimum roof slope 
is employed. Roofs with insufficient slope will not 
drain properly and a driving rain may blow water up 
under the end laps. For this reason, a minimum rise 
of three inches per foot is desirable and the slope must 
never be less than 2% inches per foot. 

The best method of nailing to sheathing is to use 
galvanized roofing nails about one and three quarters 
inches long with a head about *%g inch in diameter, 
nailing at eight-inch intervals along the length of the 
sheet. These nails should have a hot dip zine coating, 
not merely a plated coating as the latter tends to 
chip off. 

USE OF WASHERS 

IN ADDITION, a washer of non-metallic material 
such as neoprene or other rubber should be used under 
the nail head. The purpose of this washer is two- 
fold—to prevent metal-to-metal contact between the 
under side of the nail head and the roofing sheet and 
to seal the opening made in the sheet by driving the 
nail through it. 

Aluminum washers and washers made from zinc- 
chromate impregnated tapes may also be used. Hot dip 
galvanized nails may be used without washers when 
suitable washers are not available. Roofing nails with 
cast-on lead heads can be used provided the building 
is in a rural section away from industrial or seacoast 
atmospheres which contain considerable corrosive ma- 
terial. 

Although none of the erection methods recommended 
above involve any great difficulty or expense, they are 
important to assure the long life of the building. 


THIS illustration shows the best method of applying corrugated alumi- 
num sheet to steel purlins for roofing or to steel girths for siding. 
Since condensation frequently occurs on the under side of the roof, 
Protection is needed at the point where the steel purlin contacts the 
aluminum sheet. The best method is to use the aluminum saddle as 
shown in the illustration, although painting the top of the purlin with 
aluminum pent or bitumastic paint will also afford protection. 
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ASSEMBLY of this all-aluminum garage and utility building will involve 
riveting and bolting. Use of cadmium-plated steel bolts, aluminum 
rivets and aluminum washers are recommended. 


Photos: Reynolds Metals Company 








DOUBLE BOLT FASTENING 











Double Bolt Fastening, Using Two Aluminum Bolts 
With Washers, Nuts, and Base Plate - 


TWO aluminum bolts with aluminum washers, nuts and base plate 
do effective job in this fastening method. 


ONE of the most widely used erection methods involves the use of 
purlin clips. The clips are slipped over the upper flange of the purlin, 
then the left leg is hammered down, locking them securely in place. 












THE PURLIN CLIP 
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Mounting Demand for Lumber Decontrol 
Reflected in Country-Wide Survey 


Report shows vast majority of people believe government shackles 
must be broken at once to provide adequate housing at low cost. 


ECONTROL of the lumber in- 

dustry, allowing free economy 
rather than political theory to op- 
erate to fulfill consumer’s building 
needs, is the only answer to the 
confusion now prevailing within the 
industry, impartial authorities are 
convinced. 

Public opinion against OPA con- 
trol is gaining as building costs 
pyramid. Meanwhile, building costs 
continue to soar by routing produc- 
tion through mill-owned distribu- 
tion yards and other practices fos- 
tered by OPA. These artificial 
prices are exceeded only by those 
prevailing in the black market. 

Amended regulations add to the 
confusion of original control or- 
ders. Contradicting statements are 
issued from within the same gov- 
ernment agency. Commenting on 
the natural upswing in lumber pro- 
duction during the summer, CPA 
recently said: “Housing lumber is 
no longer a problem in house con- 
struction.” 

A few days later another CPA 
press release said: ‘Lumber is one 
of the scarcest materials necessary 
for the Veterans Emergency Hous- 
ing program.” 


WHY DECONTROL NOW 


UNLESS decontrol comes now, 
there is every indication that gov- 
ernment will maintain its hand on 
the industry for a long time to 
come. 

M. W. Niewenhous, head of the 
lumber and forest products branch 
of CPA, says that controls are not 
likely to be dropped on April 1, 
1947. He believes that if CPA is 
not extended some other agency 
will take it over. 

Widespread reports indicate that 
circumvention of OPA is rampant 
and that no amount of enforcement 
activity will coerce the industry in- 
to compliance. 

Business leaders are calling for 
immediate decontrol. 

Eric Johnston, past president of 
the U. S. Chamber of Commerce and 





*Material in this article was extracted 
from a recent bulletin, ‘‘Decontrol of Lum- 
ber,” released by Biddle Purchasing Com- 
pany, New York. 
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long an exponent of price control, 
said: 

“Prices should be decontrolled at 
the earliest possible moment be- 
cause controls are no longer effec- 
tive ... millions of law-abiding citi- 
zens are openly flouting government 
controls until the degree of effective 
control that remains is hardly more 
than a shadow of a shadow.” 

Thomas S. Holden, president of 
F. W. Dodge corporation, recently 
pointed out that the present ab- 
normal transitional costs and de- 
moralized market conditions in the 
construction field should disappear 
when government controls are lifted 
and normal] competition restored. 

Douglas Whitlock, chairman of 
the board, Producers Council, de- 
clared recently that the Wyatt hous- 
ing program had “foundered badly 
and fallen far short of its goals.” 

A poll showed that the 110,000 
members of the National Federa- 
tion of Small Business were 92 
percent opposed to OPA. 

Newton C. Farr, former presi- 
dent of the National Association of 
Real Estate Boards, charged “the 
Veterans’ Housing Program with 
its complicated and restrictive set- 
up has retarded rather than stimu- 
lated residential construction at the 
time of the nation’s greatest short- 
age.” 

Below are some excerpts from 
letters from many of the 48 states 
on the subject of decontrol. 

ARIZONA 

“IN THE past 18 months we 
have had absolutely no flooring, 
either fir or hardwood, from our 
regular sources. We have had one 
carload of siding in the last three 
years come into our yard. We are 
able to buy only remanufactured 
fir dimension or green pine dimen- 
sion. 

“If lumber were _ decontrolled 
completely, the ultimate cost to 
the consumer for the material nec- 
essary to build a house, would be 
less than he is paying for it at the 
present OPA ceiling. In our sec- 
tion of the country we have a great 
deal of agricultural business as 
well as mining and _ industrial.” 


ARKANSAS 
“REGARDLESS of whai ten. 
porary confusion might be causé4 
by the decontrolling prices on lum. 
ber, it seems to me that less than 
30 days would be required to bring 
the industry into some semblance 
of order so that it could go to 
work. ue 
“As it is, the operators are in- 
terested in getting every price they 
can for the’: me-chandise and con- 
tinue to ride ti. thing up. If we 
could have these price controls 
taken off, I am certain that with 
a little bit of trading we could 
make better deals and buy lumber 
at better prices *’:an we are doing 
now.” 
COLORADO 
“WE certainly are in favor of 
taking tre controls off lumber as 
there is no question but that lumber 
will go through the regular chan- 
nels once it is on the open market.” 
CONNECTICUT 
“FRANKLY, I am beginning to 
toy with the idea that if decontrol 
is not the answer, we are face to 
face with the time when possibly 
wholesale disregard, or complete 
and open disregard for the regula- 
tion, may be the only answer. 
“In our opinion, the best argu- 
ment in favor of decontrol is the 
behavior of the building supplies 
market during the OPA holiday. 
During the month of July the flood 
of salesmen offering us materials 
at actually reasonable prices sur- 
passed anything we had seen in 
years. Material was available at 
or near OPA prices and we sub- 
mitted orders for many articles 
which, up to then, had been un- 
available.” 


GEORGIA 
“WE HAVE been in busine-s for 


35 years and we can’t buy any lum- 
ber. Anybody in the lumber busi- 
ness that is not in favor f de- 
control and getting it out from un- 
der all the regulations and restric- 
tions, certainly must be operating 
illegally.” 
ILLINOIS 

“THE soldier is not satisfied be- 

cause he does not always want to 
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live .n the first house he builds. He 
does not know what his permanent 
posi‘ion will be when he settles 
down. If all classes of people were 
permitted to build, the type of va- 
cancies that these soldiers would 
desire to rent would become avail- 
able. We do not know of any group 
—ex-servicemen, home owners or 
contractors—who are satisfied with 
this form of control and regulation.” 


IOWA 

“WE BELIEVE that decontrol 
i the only thing. that will help in 
getting lumber back into the regu- 
lar channels of trade and we are 
in favor of it.” 

MARYLAND 

“IT IS clearly evident to us that 
the controls propo.¢d and attempted 
by OPA are futile and do not work 
out in practice.” |i 

MASSA CHUSES 

“IT WAS our ¢pin‘on that price 
control would permanently create 
shortages in lumber, high prices, 
confusion and a black market. The 
handling of lumber through ir- 
responsible cha.: els forced the 
building business in this country 
to go lower and lower. The stag- 
nation in industries depending on 
lumber is largely due to OPA.” 


MICHIGAN 
“AFTER all, the war is over—or 
isn’t it? How can you' sell mate- 
rials to build houses when the ma- 
terial is not available and simply 
because of a price stalemate? We 
can prove from our own records 


that during the interim when price — 


control was out, we received good, 
and | mean good, lumber.” 


MINNESOTA 
“THERE is a considerable quan- 
tity of lumber suitable for housing 
adjacent to us in Canada which is 
not being shipped to this country 
due to ceiling prices. We believe 
that supply and demand will take 
care of this situation as it always 
has in the past and controls have 

never been successful.” 


MISSISSIPPI 
“We are in the producing area 
anc to tell everything we know 
about the unworkable features of 
OPA in this industry would fill 
many volumes. The only possible 
way for this industry to get to 
“es ‘ing right would be to decontrol 
it, 
MISSOURI 
WE ARE 100 percent in favor 
of decontrol. We believe beyond a 
doubt this is the only way to cor- 
rect the mess we are in now. It 
Is the only way that seasoned lum- 


ber is going to get into the house 
building game.” 
MONTANA 

“DECONTROLLING lumber 
prices, like pulling an ulcerated 
tooth, may hurt for a while but 
once the tooth is out the swelling 
is bound to go down. Unless lum- 
ber prices are decontrolled, many 
retail lumber yards will be forced 
out of business because in order to 
obtain enough lumber to operate, 
they must depend to a great extent 





Senate Committee 
Promises to Investigate 
Materials Muddle 


Drastic shortages of vital 
building materials, encouraged 
by government regulations and 
black market conditions, have 
attracted the attention of the 
Senate War Investigating Com- 
mittee. The Committee will in- 
vestigate the materials’ situation 
for itself. 

One member of the commit- 
tee, Sen. Joseph H. Ball, pro- 
poses complete elimination of 
price and priority controls which 
tend to retard the flow of build- 
ing materials. 5 

Other members of the commit- 
tee to whom opinions may be 
addressed on the subject of de- 
control are: Senators Harley M. 
Kilgore, chairman, W. Va.; Tom 
Connally, Tex.; James M. Tun- 
nel, Del.; Hugh B. Mitchell, 
Wash.; Frank T. Briggs, Mo.; 
Owen Brewster, Me.; Homer 
Ferguson, Mich. and Wm. F. 
Knowland, Calif. 











on the small mills who produce 
rough, green lumber under con- 
trolled prices and come out even. 

“Inasmuch as the retailer’s the 
logical distribution channel between 
the mill and the ultimate consumer, 
the elimination of the retailer is 
certainly not going to help the hous- 
ing program.” 

NEBRASKA 

“ASIDE from nationalization of 
the entire industry—or a quick de- 
pression—decontrol of lumber is, 
in our opinion, the only solution for 
the silly situation in which we now 
find ourselves.” 

NEW YORK 

“IT IS my opinion the biggest 
handicap that the builders have to 
face today is the price control in 
lumber, especially when it applies 
to the supply of lumber moving to 
the millwork manufagturers. Doors 
and sash are one of the shortage 
items of home construction. The 
manufacture of these items could 
be greatly increased if the manu- 
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facturers had an open market in 
which to purchase their raw mate- 
rials.” 
NORTH CAROLINA 

“THE war has now been over a 
year, although the Administration 
has not dared to advise Congress of 
that fact, lest a new ‘crisis’ could 
not be found or produced to take 
its place. Yet the American people 
are worse fed, worse clothed and 
worse housed than at any period in 
modern times. Throw out OPA and 
the rest of the alphabet soup and 
give American industry the oppor- 
tunity to mend the economic ma- 
chinery so badly mishandled by the 
bureaucratic meddlers.” 


NORTH DAKOTA 
“I DO NOT believe it is going 
to be possible for regular distribu- 
tors of millwork products and retail 
lumber dealers to stay in business 
unless lumber and lumber products 
are decontrolled.” 
OHIO 
“THE lumber industry is not 
very complicated when operated as 
a free enterprise—but operated un- 
der the OPA regulations, it has 
become so thoroughly complicated 
that one is tempted to close up shop 
until the storm passes.” 


PENNSYLVANIA 

“IT IS a fact that housing cannot 
be produced for veterans or anyone 
else under present day regulations 
and certainly the supply through 
the legitimate distributor is far 
worse now than during or imme- 
diately following the war.” 


TEXAS 
“NO REAL builder of America 
can conscientiously advise building 
today under the system that we 
have. So why all this talk of the 
GI building, homes under OPA 
prices? It is not good business. 


‘Surely they could build cheaper, 


better, quicker and with much less 
red-tape under free enterprise.” 


VIRGINIA . 

“UNDER existing conditions 
legitimate manufacturers who are 
complying with OPA restrictive 
regulations are being constantly 
and definitely forced out of busi- 
ness, since they are unable to com- 
pete with illegal operators from the 
standpoint of timber purchases and 
every other factor of cost.” 


WASHINGTON 
“DECONTROL will reduce the 
distributor’s cost in handling and 
make it possible to buy what is 
needed instead of what OPA per- 
mits.” 
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Veterans Solve Own Housing 


Problem With Prefab House 


Naperville (Ill.) Plan, now being copied by other 
communities, proves that permanent homes can be 
built quickly without government interference. 


OW VETERANS who are de- 
termined to utilize their ini- 
tiative to the utmost can solve their 
own housing problem is being dem- 
onstrated by a group of ex-GlIs in 
Naperville, II. 

Naperville, a town of 5,300 people 
within commuting distance of Chi- 
cago, faced the same difficult hous- 
ing situation as prevails every- 
where. But when the “planner’s 
plans” proved completely inade- 
quate, the veterans took matters 
into their own hands and through 
their courage and individual re- 
sponsibility won the battle to have 
a home of their own. 

First, two earlier plans sug- 
gested by the County Housing au- 


thority were by-passed. These in- 
volved (1) the construction of a 
semi-permanent building of 44 
apartments to be financed partly by 
public funds and available to vet- 
erans on a rental basis and (2) the 
erection of barrack-type apart- 
ments with seven minimum apart- 
ments to a unit, so designed that 
they could be sawed apart and 
moved when the emergency is over. 
They were to be rented to veterans 
with the option of purchase at the 
end of seven years for about $1,500. 

Both these proposals fell through, 
mainly because there was no sound 
plan whereby either could be fi- 
nanced. 

Someone suggested that a manu- 





October 


facturer of prefab houses (who dis- 
tributes exclusively through retail 
lumber dealers, incidentally) might 
help the veterans solve their prob- 
lem. A committee was named to 
meet with the City council to see 
what cooperation could be assured 
in reference to building sites, code 
compliance and general approval. 
This same committee interviewed 
the prefab manufacturer who 
agreed to cooperate provided the 
original evidence of local coopera- 
tion and self help was confirmed. 

The investigators found that 
HomeOla, the prefab in question, 
complied with FHA specifications 
and local building standards. How- 
ever, a survey among the veterans’ 
group disclosed that most veterans 
lacked capital for more than the 
price of a lot. Many lacked that 
much money. 

Despite this obstacle, the local 
bank was satisfied that the loan 
value of the completed house, con- 
sidering the veterans’ own labor, 
would be adequate to cover the total 
cash outlay. 


INTERIM FINANCING ARRANGED 


THIS raised the question of in- 
terim financing up to the point of 
the mortgage. Several local resi- 
dents who were approached by 4 
counselor for the veterans’ group, 
agreed to set up a revolving fund 
out of which all current expenses 
could be paid. This fund would be 
reimbursed as soon as mort:rages 
were issued. 

In actual operation, the revolving 
fund serves merely as a form of 
insurance for the prompt fulfill- 
ment of purchase obligations. Out 
of the fund the bank buys tlie lot 
and instructs an attorney to make 
a title search. In order that the 


COOPERATIVE effort was the success key of 

the Naperville plan. Veterans’ wives a" 

friends lent a hand to speed the erection of 
five houses at one time. 


——— 
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HOMEOLA, prefabricated house distributed exclusively through retail lumber dealers, met the 
demands of Naperville (Ill.) veterans for quick, permanent housing. 


Photos: Chicago Daily News 


ALTHOUGH the manufacturer provided a trained erection supervisor, most of the actual erection, 
as indicated in these pictures, was done by the veterans themselves. 
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property qualify for resale, the 
bank requires a survey of each lot 
and surveyor’s approval of the loca- 
tion of the house on the lot. The 
contractor is then instructed to pre- 
pare the basement or foundation 
(the house may be erected with or 
without a basement). He presents 
his bill to the bank and is paid out 
of the revolving fund. 

When the dealer delivers the 
house parts to the building site, the 
owner’s receipt is taken to the bank 
and the dealer is paid out of the 
revolving fund. 

Real estate men who find lgts in 
various parts of the town frequent- 
ly reduce or waive their commis- 
sions. Excavating contractors put 
in basements at a quantity price— 
five at one time; a leading attorney 
persuaded the title company to give 
priority to all veteran searches and 
the local newspapers give liberal 
space to the project. 


ERECT OWN HOMES 

EACH carload shipment contains 
parts for five houses. In order to 
keep costs at a minimum, the vet- 
erans themselves unload the freight 
cars and borrow trucks to haul the 
houses to the building site. The 
local lumber dealer who distributes 
the houses furnishes a man to help 
sort the parts; the manufacturer 
provides a trained erection super- 
visor to instruct the veterans in the 
method of assembly. Then the vet- 
erans with the help of their wives, 
families and friends put the houses 
together. 

With a crew of five men, two full 
working days are sufficient to erect 
the basic structure; another three 
days completes the interior — in- 
cluding the installation of plumb- 
ing, bathroom fixtures, hot water 
heater, furnace, wiring and elec- 
trical outlets. 

At this point a mortgage applica- 
tion is made at the bank. The Vet- 
erans administration appraiser sets 
a valuation of approximately $6,100 
on the finished house plus $800 for 
the lot and a full cement-block 
basement. Actual cash outlay rep- 
resents less than $5,000, so the full 
amount of a conservative mortgage 
loan completely reimburses the re- 
volving fund at the bank. 

The veteran has title to his house 
with no cash investment. Based on 
a 20-year mortgage, the veteran re- 
pays interest and principal at the 
rate of approximately $30 per 
month. 

The essential ideas of the Naper- 
ville Plan have been adopted into a 
county-wide. housing project by the 
DuPage (Ill.) County Housing au- 
thority. 
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First Guaranteed Market 
Contracts Go to HomeO'a 


Production schedule underlines prefab’s 
statement that contract will mean more 
as prestige than as purchasing power. 


O NE OF THE MOST important 

housing stories out of Wash- 
ington recently discloses that the 
first government-guaranteed mar- 
ket under the Veterans’ Emergency 
Housing act has been awarded 
HomeOla. This Chicago concern 
distributes exclusively through the 
retail lumber dealer. 

HomeOla immediately emphasized 
that it does not intend to use the 
contract as a purchase order, but 
merely as an endorsement of its 
product. Production thus far this 
year and plans for 1947 indicate 
that HomeOla is rapidly getting 
into high gear. 


PRODUCTION SCHEDULE OUTLINED 


MORE than 700 deliveries were 
made between March and October 
of this year. Current production is 
at the rate of 10 houses per day. 
The production schedule for the 
next 15 months is as follows: Octo- 
ber, 375; November, 510; Decem- 
ber, 565; January, 1947, 670; Feb- 
ruary, March, April and May, 820 
units each; June through Decem- 
ber, 2,000 units per month. 

HomeOla points out that its 
June-December figure is predicated 
upon its ability to bring into pro- 
duction a large installation now 
contemplated, labor conditions and 
other factors. 

Geographic distribution for the 
736 houses distributed between 
April and October of this year was 
as follows: Middle Atlantic and 
Eastern Seaboard states, 201; Min- 
nesota, 59; Central Plains states, 
152; Indiana, Ohio and Michigan, 
76; Northern California, 16; South- 
ern California, 47; Mountain states, 
70; Southwestern states, 25; Wis- 
consin, 35 and Western Ohio, 55. 

The houses were shipped into 
towns like Walnut, Ill. (pop. 900) 
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served by one retail lumber dealer 
and into cities like Baltimore, Md. 
(pop. 859,000) served by 32 retail 
lumber and building material deal- 
ers. All of the houses are sold to 
veterans. More than 80 percent of 
the sales were to individual owners. 
There was no location in which 
more than 10 HomeOlas were lo- 
cated in a subdivision. 


TWO MODELS SCHEDULED 


UNDER the government con- 
tract HomeOla is guaranteed a 
market through 1947 for 19,400 
homes. The agreement calls for the 
manufacture of two types of homes. 
One is a story and a half model, 
already in production, which is be- 
ing sold to veterans for less than 
$5,400 including an allowance of 
$647 for the lot. The house is 
erected and complete except for 
range, refrigerator, settlement and 
brokerage fees. 

Another type, not yet in produc- 
tion, will cost the veteran an aver- 
age of $6,400, inciuding an allow- 
ance of $800 for the lot, the Na- 
tional Housing agency estimates. 

Both models have the same floor 
space—768 square feet. In the 
lower-priced model the two bed- 
rooms are on the second floor; the 
second model will have all reoms 
on one floor. 

Overall dimensions of the «tory 
and a half model are 20x24 fect; of 
the one story, 24x32 feet.  |.oom 
sizes of both models are the sme: 
living room 20x12; dinette 8x9; 
kitchen 8x9; bathroom 6x8; bed- 
rooms 12x12 and 9x12. 

HomeOla has plans for thre: and 
four-bedroom models, using the 
same basic framework as the «tory 
and a half type. These additional 
models will be built under the con- 
tract starting next May. 
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Industry Must Fight for 
Free Enterprise -- 


—Says dealer who urges all lumbermen to use every means at hand— 
letters, advertisements and word of mouth—to put the arguments 
for free enterprise and economy in government before the public. 


To the Editors: I have just had 
the opportunity to read an article 
in your issue of September 14, 
1946, concerning our advertising. 
It was a very friendly and encour- 
aging story of our efforts and I 
sincerely hope it may help other 
dealers. . . 

In your article you correctly 
quoted us as follows: “We are try- 
ing to explain the issues to the 
public. Many of the finest articles 
ever written on these issues are in 
such magazines as the AMERICAN 
LUMBERMAN, and the finest 
speeches were made to such organi- 
zations as the Chamber of Com- 
merce.” 

MUST TELL THE PUBLIC 


IN CONNECTION with the 
above, I want to point out a fact 
whicli most lumbermen and other 
busi: ess men fail to realize. That 
point is that these convincing ar- 
ticles and speeches must be passed 
on to the public. That can be done 
in many ways, but it is not being 
done by very many business men. 
The hard-hitting and convincing 
arguments for private enterprise, 
for freedom, for economy in gov- 
ernment, for realistic labor laws, 
etc., are allowed to die right there. 
They must be printed in the papers, 
broadcast over the radio, or passed 
on in letters or by word of mouth. 
They must reach the public (the 
voters) or they will never do any 
£00 The business men who read 
the article in your magazine or 
heai a speech at a Chamber of 
Commerce meeting already believe. 
Uni-ss the arguments reach some- 
One outside the business circle, not 
one vote will have been secured for 
£00. government. That is the 
work we have undertaken to do in 
our community to the best of our 
ability. There are hundreds of 


firms and individuals who are do- 
ing a better and bigger job of it 
than we are, but every business 
man and every patriotic citizen 
must do his part, too. 

Some outstanding work has been 
done by such retail lumbermen as 
Mr. Frederick E. Stiles of Stiles 
Inc., Grand Rapids, Mich., and Mr. 
Charles Crane of Page & Crane, 
Clear Lake, Iowa. Both have done 
a far better job than we. For ad- 
vertising by an individual that is 
tops in courage, logic and patriot- 
ism look up the full page news- 
paper ads inserted in the metro- 
politan papers by Mr. E. F. Hutton 
of New York. For personal letters 
that are an inspiration to all who 
read them look over a series written 
to “Dear Bill” by Mr. L. E. Faulk- 
ner, vice president of the Missis- 
sippi Central Railroad company, 
Hattiesburg, Miss. I could name 
many other examples, but altogeth- 
er they can not offset the propa- 
ganda of...Drew Pearson and the 
press and radio releases of the 
Federal bureaus which are printed 
and broadcast as news. 

I think you and other editors, the 
associations’ secretaries and fine 
advertising concerns like the Norm 
people should have the eternal 
gratitude of the building industry. 
You have all done an outstanding 
job of digging up the facts as to 
the Federal bureaucratic push for 
power. You print these facts in a 
very clear and forceful manner. 
You have done your part well. Your 
subscribers must pass the informa- 
tion you give them on to their home 
town folks. 


HARD FIGHT AHEAD 

THE worst mistake that busi- 
ness can make is to think the fight 
to return this country to the prin- 
ciple of free enterprise will be 
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easy. It will not be easy. It will 
require tremendous effort for many 
years. The organization and the 
propaganda machine built up over 
the last 14 years for the purpose of 
retaining and extending Federal 
controls are immense. They will 
never resign—they have nine lives 
—they are unscrupulous—and they 
have billions of tax dollars to use. 
They must be defeated in only one 
way. That way is by the lawful vote 
of the people at the polls. And if 
private enterprise wants that vote, 
it has to get out and work for it. 

Business must forget its fear of 
politics. It is not in politics when 
it works for a return to Constitu- 
tional government... 

All of us must stick to the main 
issues and do everything in our 
power to explain them to our cus- 
tomers and neighbors. That can be 
done legally by any business. It is 
done for the protection of that busi- 
ness — but more important than 
that, it must be done for the pro- 
tection and welfare of our nation. 


LUMBERMEN ARE COURAGEOUS 


I WORKED in saw-mills for 
two years and in the wholesale lum- 
ber business for twenty-five years. 
I know hundreds of saw-mill men 
and retail lumbermen. I never knew 
one who was a coward or a dumb- 
bells-H- you can arouse that bunch 
of first class fighters and make 
them aware of what the Federal 
gangsters have done and plan on 
doing to their business and to their 
country, you will really see results. 

We in this small company will 
never quit, but we need the help 
of every business and every citizen 
who believes with us in freedom 
and in a fair and impartial govern- 
ment.—J. H. CHAPMAN, C. W. 
Chapman Lumber company, Water- 
loo, Iowa. 


4| 








University of Denver Opens Four-Year 
Course in Home Building Management 


Industry advisory committee helps university map curriculum; 
work-study plan offers opportunity for well-rounded preparation. 


FiFTy STUDENTS representing 
10 states and two foreign coun- 
tries are enrolled in the new four- 
year training course in home build- 
ing management at the University 
of Denver School of Commerce. 
Eighteen of these students were 
either former employes of whole- 
sale or retail lumber yards or the 
sons of men engaged in the in- 
dustry. 
The course, which will lead to 
the degree of bachelor of science in 
commerce, was developed with the 


cooperation of the Mountain States 
Lumber Dealers association. 
During the entire four years, the 
student is given the opportunity to 
participate in a work-study plan. 
Under this plan the student gains 
a cross section acquaintance of the 
building industry as a whole. 


SEEK LABOR’S HELP 
AT THE present time the uni- 
versity is working with organized 
labor with the idea of developing 
a program whereby students may 


STUART BALES, salesman for the University Park Lumber company, Denver, had no experience 
in the lumber business until he completed the 30-day refresher course last spring. The Mountain 
States Lumber Dealers association may sponsor a similar course again. 
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work beside union members. If 
successful, university officials feel 
this plan will help eliminate the dif- 
ferences of opinion and lack of 
understanding between labor and 
management. 

Approximately one-third of the 
students are employed part-time in 
retail lumber yards in Denver. 

The four-year program grew out 
of a careful study of the industry’s 
need for men who are competently 
trained for leadership in the light 
construction industry. 

Carl Fess, former planning di- 
rector for the city and county of 
Denver, who is now director of the 
school of architecture and planning 
at Denver university, is chairman 
of the Department of Home Build- 
ing Management. 

O. K. Stookesberry, former man- 
ager of the Keefner-Melvin Lum- 
ber and Concrete company, Des 
Moines, Iowa, is liaison man with 
the building industry. He also has 
charge of the placement of students 
in part-time jobs during their train- 
ing period. 


PROBE INDUSTRY’S PROBLEMS 


THE department chairman and 
coordinator work together to keep 
the course of study abreast of cur- 
rent problems in the industry. Im- 
portant assistance in this respect 
is received from the industry ad- 
visory committee under the ciiair- 
manship of William K. Barr o! the 
W. B. Barr Lumber company. The 
advisory committee took an ative 
part in planning the curriculum and 
advising the department on schol- 
arship and placement. Several 
committee members are on _ the 
teaching staff. 

Students enrolled in this depart- 
ment begin their college career 
with straight business courses. Re- 


quired courses for the first year | 


include accounting, effective ex- 


October 26, 1946, AMERICAN LUMBERMAN & 











GUY G 
manag 


press 
psych 


SO 
clude 
eral ] 
ciples 
ganiz 
build 
and | 

Th 
prince 
of sal 
visin; 
ance 
or hu 

Fu 
in th 
embr 
mate) 
build 
ing; 
and © 
and ; 

Th 
ety 8) 
der 
ciple: 
mate 
archi 
estat 
rea! 
desiv 
plan 

Ex 
theor 
curit 
and | 
of th 
ing: 
ing, 


Buti 


‘ar 
t 


‘is. Ef 
's feel 
he dif- 
ick of 
r and 
of the 
ime in 
r. 
aw out 
istry’s 
otently 
> light 
ne di- 
nty of 
of the 
inning 
Liman 
suild- 
* man- 
Lum- 
Des 
1 with 
so has 
udents 
train- 
S 
n and 
9» keep 
yf cur- 
y. Im- 
‘es pect 
ry ad- 
chair- 
o! the 
y. The 
active 
im. and 
s ‘hol- 
several 
nthe 
lepart- 
career 
es. Re- 
t year 
ye eX- 
cAN @ 























gS ’ : | o” p E 








GUY GOODRICH, left, and James Madonna, students in the four-year course in home building 
management at the University of Denver, have part-time jobs at the W. B. Barr Lumber company. 


pression, introduction to business, 
psychology and basic science. 


COURSES LISTED 


SOPHOMORE courses will in- 
clude business law, economics, gen- 
eral property law; real estate prin- 
ciples and practices; business or- 
ganization and management; the 
building industry; house design 
and land economics. 

Third-year students will take 
principles of marketing, principles 
of salesmanship, problems of super- 
vising employees; property insur- 
ance and electives in social studies 
or humanities. 

Further specialization is followed 
in the fourth year. These courses 
embrace building construction and 
materials, specification writing, 
building construction cost estimat- 
ing; building construction practices 
and planning; utilities, equipment 
and services, etc. 

The curriculum lists a wide vari- 
ety of subjects under electives. Un- 
der building construction: prin- 
ciples of decorating, strength of 
matcrials, architectural design and 
architectural drawing. Under real 
estate-planning: real estate finance, 
rea’ estate appraisal, subdivision 
desien, planning and government 
planning. 

lconomies and history: economic 
thec ry, labor problems, social se- 
curity, public utilities, government 
and business and economic history 
of the U. S. Management-market- 
Ing: credit management, purchas- 
ing, principles of advertising, 


industrial relations techniques, 
principles of retailing, consumer 
education, seminar in marketing 
and advertising, investments, busi- 
ness correspondence, business math- 
ematics, business and professional 
speaking, business statistics, office 
appliances and principles of sales 
management. 

The courses in home design and 
construction are offered by the 
School of Architecture. The courses 


in real estate are handled by the 
real estate department of the Col- 
lege of Business Administration. 
Field trips to construction jobs are 
scheduled regularly. 


To enable students to study all 
available materials first hand, the 
department of building construc- 
tion is enlarging its laboratory. 
This department plans to conduct 
special research and experiments in 
building methods in collaboration 
with the schools of architecture 
and civil engineering. 

Members of the advisory com- 
mittee headed by Mr. Barr are 
Stanley Brandenburg, executive 
secretary, Denver Association of 
Home Builders; Fitzhugh Car- 
michael, director, bureau of busi- 
ness and social research, School of 
Commerce; Clem Collins, chair- 
man, executive committee, School 
of Commerce; Henry Kircher, 
Lumber Dealers, Inc.; Aksel Neil- 
son, Title Guaranty company; 
James Price, dean, Schools of Com- 
merce and Law; Clyde Pritchard, 
J. C. Pritchard company; Braxton 
Ross, Morrison & Morrison, Inc.; 
Richard J. Osenbaugh, Denver 
Sewer Pipe & Clay; Wayne C. 
Williams, regional attorney, OPA; 
Herbert A. Writer, Writer Broth- 
ers, Inc.; David Sturgeon, Stur- 
geon Electric company; Harry 
Herman, Heating & Ventilating, 
consulting engineer; Jesse A. 
Grotewohl, Crane-O’Fallon Plumb- 
ing company. 


LOREN SAMUELSON is doing bookkeeping and drafting at the Ralph S. Craner, Inc. construc- 
tion company to give practical expression to his classroom courses. Before he entered the 
service, Samuelson was associated with the Slack Lumber company in Cheyenne, Wyo. 
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Need Emphasized for Economic Perspective 
in Light Construction Industry 


N OVERALL ASSESSMENT 

of light construction industry 
—what is wrong with it and what 
can be done about it—was outlined 
by Vergil D. Reed, associate direc- 
tor of research, J. Walter Thomp- 
son company, at the fall meeting of 
the Producers’ Council in New 
York. 

Below are some excerpts from 
his talk, Market Outlook for the 
Construction Industry. 

“The construction industry is a 
loose-jointed, far-flung, highly un- 
organized group of manufacturers, 
contractors, professions, craftsmen, 
artisans, brokers, agents, whole- 
salers, retailers and many others. 
In fact there are at least 57 major 
participants in construction. 

“We start off, therefore, by mak- 
ing it difficult for the unfortunate 
customer to buy and his disillu- 
sionment is often painful in the 
process. With all the improvements 
in methods, the construction in- 
dustry is still very wasteful. 


COMMON VOICE LACKING 


“WHAT is most unfortunate is 
the fact that it has neither com- 
mon voice nor approach in present- 
ing its problems as well as its 
strong points to the public. What 
the people believe about you is un- 
fortunate. The general public 
thinks of the construction industry 
as delivering a poor dollar’s worth 
when compared with the automobile 
industry, the electrical appliance 
industry or the food industry. 

“The industry has gotten a par- 
ticularly bad name for restrictive 
practices. Out of 675 anti-trust 
cases tried by the Justice depart- 
ment’s anti-trust division in the 
last 30 years, 160 have been in the 
construction industry with lumber 
products and _ electrical supplies 
leading the list. 

“The boom and bust nature of 
the industry is well known. The 
losses suffered periodically wipe 
out many hundreds of contractors 
and builders. So the tendency has 
developed of getting in, cleaning up 
quickly and getting out. This is 
not conducive to a stabilized in- 
dustry. 

“Then let us try to buy a home 
or have one built. How many peo- 
ple do we have to see and deal with? 
Where can you go to get a home 
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Research analyst proposes overall organization within 
industry to study problems and improve public relations 


built and confine your dealings and 
place the responsibility on one man 
or one concern? Where can you 
get a mortgage that will tie up in 
one package the land, the house 
and the furnishings which make a 
home? 


NEED OVERALL ORGANIZATION 


“THERE is need for an overall 
organization to study the problems 
of the industry and to improve pub- 
lic relations. Leaders of various 
branches of the industry might 
form an organization to be known 
as the Construction Economics in- 
stitute, which would not only de- 
velop an economic perspective for 
the industry, but present it to the 
public after cleaning up some of 
the industry’s abuses. 

“After all these years, the con- 
struction industry has neither a 
sound knowledge nor a convincing 
story to tell the public of its place 
in the economy. We must concede 
that an industry which has account- 
ed for from 10 to 18 percent of our 
national income is important. So 
is foreign trade which accounts for 
from five to seven percent of our 
national income. 


“Unfortunately both these sec- 
tors of our economy can become 
volatile economic disturbers rather 
than stabilizers. It is both mislead- 
ing pride and poor economics to 
contend that an industry which em- 
ployed four percent of our civilian 
workers in 1940 can assure pros- 
perity and plenty to the other 96 
percent. Yet, in talking with con- 
struction men, I have repeatedly 
run into this old chestnut over and 
over again. 

“Nothing much happens in our 
economy until retailers’ cash regis- 
ters begin to ring. Construction is 
primarily a result and not a cause 
of revival in consumer purchasing. 
As prosperity increases construc- 
tion leads the procession in reach- 
ing high employment peaks. In de- 
pression it usually falls the hardest 
and greatly aggravates the general 
depression. ms 

“Anything that can be done to 
stabilize construction volume will 
be an important step toward iron- 


ing out the peaks and valley: in 
our business cycle. 

“The present shortage of hous- 
ing, insofar as actual availability 
of shelter is concerned, is almost 
as much a matter of increased in- 
comes as it is a matter of popula- 
tion and family increase. The com- 
petition for better housing accom- 
modations has become well-nigh 
ruthless while poorer housing re- 
mains vacant. 

“For example, the population of 
the New York metropolitan area 
decreased over 800,000 in four 
years during the war, but the dif- 
ficulty in finding apartments or 
homes for rent led the uninformed 
to assume that the reason for the 
shortage was increased population. 

“What really happened was that 


families with increased ‘incomes 
were leaving the poorer accom- 


modations such as cold-water flats 
and competing for better homes. 
There were actually more homes for 
fewer people, but the clamor over 
housing shortages increased never- 
theless. 

“The demand for new housing 
is a relative one partly determined 
by the increase in the number of 
families and partly by the real in- 
come or the purchasing power of 
those families. The construction in- 
dustry must not make the mistake 
of assuming that their future mar- 
ket is any fixed number of new 
homes such as the 12,600,000 non- 
farm homes estimated by the Na- 
tional Housing Agency for the first 
10 years following the war. 


INFLATION KILLS MARKET 


“IF INFLATION continues— 
and let’s stop kidding ourselves in 
saying if inflation comes — your 
market for the next 10 years may 
be less than half the number n:med. 
Continued inflation and_ rising 
prices for homes will definite!y de- 
stroy your market regardle:s of 
any arbitrarily defined nee for 
housing. Any attempts of the con- 
struction industry to take unduly 
long profits will merely cui the 
market further. 

“NHA stated that in terms of 


1944 prices, about one-third of the © 
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unit; will be needed at rentals un- 
der 330 per month; another third 
of the units will be needed for ren- 
tals between $30 and $49 or for 
sale at prices between $3,000 and 
$4,999; and the remaining third 
will be set aside for rentals of 
$50 or more or for sale at $5,000 or 
ovel 

“Tiaving looked over a few new 
developments lately, including one 
for houses to sell at $9,750, which 
did not impress me as worth half 
that amount, those prices I cite are 
already amusing—and shocking. 

POPULATION SHIFTING 


“THE general shift of popula- 
tion from farms to metropolitan 
areas is an important factor for 
the light construction industry to 
take into consideration. The major 
part of this migration will continue 
to be to the corporate limits of the 
big cities. This trend will also 
greatly affect the location of com- 
mercial buildings and particularly 
retail stores. 

“Suburban neighborhoods are de- 
cidedly on the upswing while the 
proportion of population on farms 
will continue to decrease. Only a 
severe depression will reverse this 
trend. Population increases will be 
greatest on the West coast, in the 
Southeast and Southwest at the ex- 
pense of the North and the North- 
east. 

“The cost and price factor con- 
stitute the biggest fly in the con- 
struction ointment——in other words 
inflation. Exeluding even the black 
market, construction costs are about 
40 percent higher than in 1926 
and about 48 percent higher than 
in 1939. The black market adds 
an additional cost of unknown size 
and contractors, because of uncer- 
tainties, add contingent cushions of 
varying amounts into their esti- 
mates. All of these factors are 
pricing an increasing number of 
customers out of the market. 

“Even the lowering of mortgage 
Interest rates and the lengthening 
of the amortization period, intended 
to siimulate home building, are 
actuaily raising the price of hous- 
Ing and encouraging buyers to pur- 
chas: homes which many find an 
Impossible burden after a few 
yeal 

REDUCING BUILDING COSTS 

“THE construction of homes are 
alrexdy too expensive to be within 
the ‘inancial reach of those who 
nee them most. On-site costs are 
Particularly high. About some of 
these costs the construction indus- 
try can do little. Here are some 
Sources of burdensome cost addi- 


tions, however, about which the 
construction industry can and must 
do something if it is to prosper 
and make its maximum contribu- 
tion to the economy. 

“1. Obsolete building codes, 
which not only raise costs but re- 
strict the development of new 
materials. 

“2. Restrictive agreements and 
practices. 

“3. Improper land utilization. 

“4. Encouragement of labor to 
indulge in or cooperate in restric- 
tive practices. 

“5. Hoarding labor in periods of 
labor shortages. 

“The veterans’ rental program 
has not materialized because few 
builders would undertake rental 
projects under existing restrictions. 
costs and prices. It is rather widely 
felt that the veterans’ housing pro- 
grem favors the builders and banks 
more than the veterans and that 
the houses are generally so poor 
that veterans may walk out of them 
in a few years, leaving RFC in the 
slum clearance business. 

LABOR 

“THE decrease in productivity 
of off-site labor since 1940 is not, 
in my opinion, a major concern 
and is temporary. Its productivity 
or efficiency has always been higher 
than on-site labor. Machines, bet- 
ter technologies and better supervi- 
sion in off-site work have pretty 
consistently cut the man hour re- 
quirements per unit of output and 
the real cost per unit of output. 
I believe these costs per unit will 
continue to decrease as reconver- 
sion is completed, the post-war 
restlessness passes and better se- 
lection of labor is possible. 

“On-site labor is a much greater 
problem. Each unit produced is 
really a custom built job. Mechani- 
zation is limited, particularly on 
small jobs. There are more jobs than 
workers now with resulting limita- 
tions on selecting workers. Many 
of the skilled workers are old men. 

“From a source in which I have 
great confidence and as a result of 
interviewing several contractors, 
the efficiency of certain types of la- 
bor are reported approximately as 
follows compared with 1940: car- 
penters, 60-65 percent; masons, 60- 
65 percent; plumbers, 50 percent; 
lathers and plasterers, 50 percent. 

“Union restrictions, jurisdic- 
tional disputes, lack of skill and a 
high proportion of old workers are 
among labor’s contributions to this 
decrease in efficiency. The uneven 
and constantly interrupted flow of 
materials often makes it impossible 
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for the most willing workers to 
reach high efficiency. 

“Some contractors are increasing 
this inefficiency and therefore rais- 
ing building costs by hoarding la- 
bor to keep*it from going to other 
jobs. All these increased costs due 
to low productivity of labor are 
naturally passed along in raised 
prices for construction jobs, thus 
further pricing buyers out of the 
market. Anything that than can be 
done to decrease on-site costs will be 
a great gain. 

“Any way we look at it, progress 
in getting the construction industry 
reconverted and at work for the 
civilian economy has been extremely 
disappointing. It may take three 
or more years before it reaches any- 
thing like peacetime capacity. This 
involves the recruiting, training 
and organizing of manpower, ac- 
quiring plants and equipment and 
securing dependable sources of ma- 
terials. 

“In the meantime, the construc- 
tion industry will need not only 
better business statesmanship and 
a common approach to its problems, 
but far better and more construc- 
tive public relations to meet and 
remove the bitter criticisms which 
are bound to increase under present 
conditions. 

“There probably will be some in- 
creases in authorizations for in- 
dustrial and commercial buildings 
after the first quarter of the year 
if materials become available. 


SUPPLY PICTURE 

“ON BRICK, the supply position 
will be good by the end of this 
year but lumber, cast iron soil pipe, 
radiation and good paints will con- 
tinue among the materials in short 
supply. 

“With no inventories, the output 
of many materials is spread over 
the country so unevenly that build- 
ers in one area find themselves 
short of one material while in an- 
other area the shortage may be a 
different one, so that practically 
every locality finds itself short on 
one or more materials. 

“Manpower shortages have be- 
come general and promise to con- 
tinue so. Shortages of key skilled 
labor are particularly great and 
widespread. 

“The construction industry can 
definitely look forward to another 
year of many troubles and irrita- 
tions, all the more troublesome and 
irritating because it is in sight of 
a tantalizing rich market —if too 
many customers aren’t priced out 
of it before it gets there with the 
goods.” 
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THE living rooms of small homes must often do double duty as rumpus and music rooms. Provision 
should not only be made for the recording and radio cabinets, but there should be built-in cabinets for 
storage of records and instruments. 


PLANNING THE HOME FOR MUSIC 


B gpvoe AS THE AUTOMOBILE 
and the radio changed the liv- 
ing habits of the American people 
years ago, so will television bring 
about changes in home planning. 

Effective home planning for mu- 
sical instruments is becoming in- 
creasingly important. The National 
Association of Music Merchants, an 
organization of retailers, is au- 
thority for the statement that sev- 
en of every 10 customers in the 
market for new homes are con- 
cerned with adequate wall and 
storage space for their piano, 
radio, records, etc. 

The home buyer concerned with 
the proper location of his musical 
instruments will look to the de- 
signer and builder of his house to 
execute his wishes effectively. 

This is particularly true of the 
smaller house in which there is 
limited space for musical instru- 
ments and where the living room 
must also serve as the music and 
game room. 

The new television set, for exam- 
ple, will not only require wall space 
for the instrument itself but, in the 


*Executive Secretary, National Associa- 
tion of Music Merchants 
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case of sets that project the image 
on the wall, a smooth surface. 


PLANNING FOR THE PIANO 


PROSPECTIVE home owners 
who anticipate a piano in their 
living room will scrutinize their 
home plan to see if there is ade- 
quate space for it. An adequate 
floor plan will allot space for the 
piano away from windows and heat- 
ing units. Direct sunshine and ex- 
treme heat or cold will damage a 
piano. 

Interior decorating will require 
more serious thought. Careful ar- 
rangement of furniture and draper- 
ies is essential to facilitate vision 
and exclude light during daylight 
television broadcasts. 

Since the home owner will be 
looking toward the future, the 
plans should also provide for the 
installation of a coaxial cable so 
that FM and television outlets are 
readily accessible, thereby eliminat- 
ing the expense of tearing out 
walls within a few years after the 
house is completed. 

Because the majority of Amer- 


ican families must confine their 
music making, television and radio 
entertainment to the living room, 
it should be sound proofed and 
acoustically planned. This can be 
done effectively by separating the 
living room from the rest of the 
house by a hall or alcove. Music 
lovers thus will not be disturbed 
by distracting noises in other parts 
of the house or disturb other men- 
bers of the family in adjoining 
rooms. 


Beside the actual space require- 
ments for new instruments such as 
electronic organs, home recording 
devices and television sets, the home 
owner will also demand convenient 
storage space for records and small 
musical instruments. 

In addition to their utilitarian 
value, the cabinets and_ shelves 
should contribute to the general 
attractivenes of the room. 

With careful forethought on the 
part of the prospective home owner, 
the designer and the builder. liv- 
ing room space will be utilized to 
the maximum efficiency. Music will 
be heard to the greatest comfort 
and enjoyment of all the family. 
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TELEVISION raises a new problem for the 
careful home planner. Furniture and draper- 
ies should be arranged to facilitate vision and 
exclude daylight. Adequate wall and floor 
space should be allowed for this instrument. 






oo 


IT WILL NOT be necessary to choose between 

a piano and a davenport if the living room 

is planned with more than one large wall 

space. A piano should always be placed 

against an insulated wall and away from 
the direct rays of the sun. 





wate 


PLACING the piano against the radiator and 

Where it will be hit by direct rays from the 

sun, as illustrated in the picture at the right, 

will damage the instrument and at the same 

time cut down the heating function of the 

rac‘ator and impair the view through the 
window. 
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Write today for full information and name of your nearest dealer 


& MINE SUPPLY, 


RTH AVENUE SOUTH. 


INC. 
eSarres 4, WASHINGTON 
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TOO MUCH 
MOISTURE? 


NOW, you can answer this question before 
structures warp and paint peels off. Revolu- 
tionary scientific instrument reduces moisture 
testing of lumber and other building materials 


to rapid, inexpensive and simplest possible 
operation. 





The most damaging moisture is that beneath 
the surface not readily ascertained by super- - 
ficial examination. Our meter is equipped 
with sharp needle electrodes that penetrate 
into the danger area and transmit their 
findings to the instrument indicator. 


PRICE: $47.50 new vork 


write today 


L. R. BRADLEY & COMPANY 


25 West 45th St. — NEW YORK 19, N.Y. 











The new Bradley Electronic Moisture Meter eliminates 
the drawbacks of other instruments of less advanced 
design. There are no galvanometer dials with delicate 
unstable needles. There are no tables of figures to 
consult ‘and interpret. There are no moving parts ex- 
cept a manually operated pointer which the operator 
sets at a predetermined figure. A little danger light 
flashes if the moisture is in excess of that figure. Hun- 
dreds of pieces can be tested in a matter of minutes. 
Exact moisture percentages are quickly ascertained. 
The same instrument also tests plaster, brick, cinder 
block, gypsum block and concrete. 
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How Limitation Orders for Lumber, 
Hardwood Flooring and Millwork 
Are Expected to Work 


THIS is about the new limitation 
order for lumber, hardwood flooring 
and millwork. 

It’s going to be hard for the 
Calendar to describe, hard for the 
industry to take. 


In addition to everything else, 
the dramatic lifting of price con- 
trols on meats has made the imme- 
diate future of all controls at least 
questionable. The National Asso- 
ciation of Home Builders, with the 


support of other organizations, has 
led off with the demand that OPA 
price controls on building materials 


be removed. 
The NAHB echoes statements 
long made by the NRLDA that free 


production and distribution would 
put an end to black market markets 
and restore efficient and fair deliv- 
eries of materials to the trade. 


UNCERTAINTY AHEAD 


Future of controls still 
very much in the balance 


this writing there’s plenty of 
uncertainty. Not only is there -un- 
cer\ainty about the whole structure 
of .ontrols, but the order mentioned 
above hasn’t actually been issued. 
If it’s to be issued at all, the job 
probably will be done by the time 
read these lines. In any event, 
th Calendar has to deal with the 
Siiiation as it stands at this mo- 
ment of writing; namely, as a col- 
"8 tion of possibilities and proba- 
ilities, 


he new order is to follow the 


hee 





general form of Direction 1 to 
PR 33 and will take the place of 
that Direction. 

About production: sawmills are 
to cut 50 percent of their output 
into construction grades; and this 
construction lumber, as we under- 
stand it, is to be reserved for cer- 
tified and rated orders until the 
end of the following month. The 
reserved lumber can be sold imme- 
diately on certified or rated orders. 
Any not sold in this way by the 
end of the following month can 
then be disposed of in a free market. 

For example: All construction 
lumber produced by a sawmill, un- 
der this formula, from October 1 
to 31 inclusive, must be reserved 
for certified and rated orders up 
to and through November 30. 
After that date, any of the reserved 
October output not sold on certi- 
fied or rated orders can be marketed 
without certification or rating. 


DISTRIBUTION 


No provision yet to extend 
ratings on customer's orders 


About distribution: As we get it, 
under the new regulations, a dis- 
tributor placing orders for stock 
with his supplier must do it on 
certification. There seems to be an 
exception in the case of the AAA 
rating, which we'll mention a little 
later. But otherwise there seems 
no provision for allowing a dis- 
tributor actually to extend the rat- 
ings on his customers’ orders, in 
getting stock from a sawmill. 

A distributor, it seems, in plac- 
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ing certified orders with his sup- 
plier, may choose one and only one 
of three options. The three are as 
follows: 

First, two carloads in any quar- 
ter. 

Second, five percent of the Jan. 1, 
1942, inventory, in any one month. 
This, you’ll note, is a reduction of 
the earlier allowance. 


Third, a total of 13314 percent 
of all rated orders accepted for de- 
livery in the month in which deliv- 
ery on the distribution yard’s cer- 
tified order specifies delivery from 
the supplier. That’s a clumsy state- 
ment. But if we have it right—and 
we’re subject to correction — it’s 
something like this: Suppose for a 
given month, say December, a re- 
tail yard accepts rated or certified 
orders for delivery to contractors, 
veterans and such privileged buy- 
ers, amounting to 30,000 feet. Then, 
according to the formula, the dis- 
tributor may place certified orders 
with his supplier, for delivery in 
December, for 40,000 feet. 


CATCH 


Distributor can certify up to 
13 percent of base period 


However, there’s a catch in it. 
Of course. The distributor can 
place certified orders with his sup- 
plier for this amount, provided the 
40,000 feet isn’t more than 13 per- 
cent of his first-of-’42 inventory. 
In short, a distributor can certify 
up to 13 percent of his base-period 
stock; depending upon the volume 
of certified and rated orders he’s 
accepted from customers. 

The distributor, no matter which 
option he exercises, is to hold 75 
percent of the housing construction 
lumber he receives on certified or- 
ders, and an equal percentage of 
the housing construction lumber he 
imports, for delivery on certified or 
rated orders. He is to reserve this 
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stock until the end of the month 
following its receipt. This is essen- 
tially like the formula for sawmill 
reservations, laboriously described 
above. 


Of course you’ve noted some 
shifts. 


The two-car-a-quarter distributor 
gets pinched in what seems to be 
an unnecessary change. Under the 
earlier rules, he held his designated 
percentage of construction lumber 
in reserve until the end of the 
month in which it was received. 
If the car arrived on October 1 
or 31, the reservation continued 
only through October. By the law 
of averages, the yard would keep 
such lumber in reserve for 15 days. 
Under the new regulations, another 
month is added; so the average re- 
serve period is increased from 15 
to 45 days. 


It’s only fair to say that all these 
special] favors to veterans’ housing 
have the appearance of temporary 
and emergency stuff; an effort to 
make a showing within weeks rath- 
er than months or years. But, for 
whatever it’s worth, better note the 
fact that industrial construction in 
the long run will be right important 
in supplying the veterans with jobs. 
A house without a job isn’t so good. 

However, the percentage-formula 
retailer has been given one break. 
Formerly, 80 percent of his con- 
struction lumber was put perma- 
nently in reserve and was so held 
until sold on certified or rated or- 
ders. Now he’s put on the same 
footing with the two-car-a-quarter 
distributor and has a 75-percent 
freeze lasting for an average pe- 
riod of 45 days. 


Some percentage buyers will be 
able to shift to the ratings formula 
in the third option. It probably 
isn’t as good as it looks at first 
glance; but it does have possibili- 
ties, under special conditions, of 
getting a little more lumber. 


Again we mention the fact that, 
in the main, distributors are to 
certify their orders to their sup- 
pliers and are not to extend the 
ratings given them by their cus- 
tomers. There’s some advantage 
here, since certified orders are sup- 
posed to take precedence over rated 
orders at the sawmill. There’s a 
rule in the proposed new regula- 
tions that a distributor may not 
use a rating, except AAA, to get 
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housing construction lumber; also 
that he may not use a rating, ex- 
cept AAA, to replace in inventory 
any housing construction lumber 
delivered from inventory on rated 
orders. 


WARNING 


Limitation order, when issued, 
may bring several changes 


This is a good place to repeat the 
statement that the limitation order 
hasn’t been issued, at this writ- 
ing; also that changes can be made 
up to the time it is cleared for 
issuance. So better not try to do 
business on this issue of the Cal- 
endar. Wait until the order is made 
official; if it is made official at all. 

If all the above stuff seems clear 
as a river fog, maybe a summary 
will help. 


First, under the proposed regu- 
lations, the two-car buyer must hold 
his construction lumber in reserve 
an extra month; for an average 
period of about 45 days instead of 
the earlier average of about 15. 


Second, the percentage buyer’s 
purchasing allowance per month 
has been reduced from ten percent 
of his first-of-’42 inventory to five 
percent. 

Third, a new option allows a 
dealer who sells largely to the GI 
housing program to certify orders 
to his supplier for purchases up to 
13 percent of his base-period in- 
ventory. 

Fourth, the freeze period for con- 
struction lumber, which formerly 
varied as among different types of 
distributors, depending upon their 
buying methods, has been standard- 
ized and now runs for an average 
of 45 days. This means that the 
percentage buyer has escaped from 
his indefinite freeze but that the 
two-car-per-quarter buyer has an 
extra 30 days added to his sentence. 


MILLWORK 


Manufacturers scheduled to 
get a little more stock now 


Millwork manufacturers are to 
get a little more stock. Under Di- 
rection 1 to PR 33, a millwork man- 
ufacturer could certify each month 
for an amount of stock equal to 
eight percent of the footage of soft- 
wood lumber he used in the manu- 
facture of millwork in 1940. This 
percentage is to be raised to 11 
percent. 

Hardwood flooring manufactur- 
ers may certify for 10 percent of 
their 1940 consumption, under the 


new regulations. This is an jp. 
crease from eight percent. 


Millwork manufacturers are to 
hold 85 percent of their output, and 
flooring manufacturers are to hold 
100 percent of their output, for de. 
livery on certified or rated orders, 
There’s said to be some plain speech 
in the order to the effect that mill. 
work manufacturers who get con- 
struction lumber and cut-stock for 
millwork manufacture must ac. 
tually use it for that purpose. Sim- 
ilar threatening words to hardwood 
flooring manufacturers in regard to 
the indicated uses of hardwood 
flooring lumber. No horsing around, 
Seems that in just a few cases the 
manufacturing left hand hasn't 
known what the right hand was up 
to in regard to the use of scarce 
stock. 

The Calendar, as we recall it, 
told you some time ago that the 
Housing Expediter had announced 
a policy for November and later of 
allowing a retailer to buy two cars 
per quarter or to have full extend- 
ibility of ratings, whichever was 
greater. This policy, as you can 
see, has since been changed; at 
least in regard to extending ratings. 

Despite the remarkably large 
production of lumber during the 
summer, the CPA people especially 
are afraid the formulas proposed— 
all of them—are set to distribute 
more lumber than is produced. It’s 
a good trick if you can do it, but 
nobody has managed it yet. The 
surest way to foul up a control pro- 
gram is to promise more stuff than 
there is to distribute. 

It is said in Washington that 
NHA and CPA got into more or 
less of a racket over that third 
option. NHA wanted a regulation 
permitting full extension of all 
ratings, but CPA thought this 
would overdraw the lumber de- 
posit. CPA wanted NHA to cancel 
earlier ratings, say before Sep- 
tember 1 of this year. NHA re- 
fused, possibly fearing this would 
be considered an admission of 4a 
reckless overissue of ratings. In 
any event the formula described 
above was agreed to, at least teta- 
tively, as the third option by which 
distribution yards can order stock. 
TE is not an extension of ratings, 
though this may be a quibble. It 
is a certification, based in part upon 
the rated orders accepted by the 
distribution yard for delivery to 
customers. But it is limited by the 
amount of inventory held by the 
distributor during the basing pe- 
riod. 
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SOMETHING---. 
TO ‘ aS COR AIAG rhs \ 
SELL/ s80f-ONGi 
a RUSTIC FENCE 
gnc", and GARDEN FURNITURE 


@ Easy to Erect RUSTIC PICNIC TABLE 
— Available in limited 





4 

ABOVE: NORCRAFT 
) POST AND RAIL 
FENCING — Sections 
8 7 long x 48” high. 
] With or without di- 
agonal dress rails. A 
/ fence of true distinc- 
— Lifetime qual- 

ty. 


o~== 





quantities only. Top 36” 
Don't bemoan your ie - Po x 72”. Height 30”. *Well- 
inability to get mate- ~ rd designed. Handsome ap- 
: y i - pearance. Fun for all 
rials. Make _ profits ow on, ens the family, Order now 
with Noreraft Rustic = a ae oe for Xmas selling. 
Fence. Enlarged production enables us to add 


ABOVE: NORCRAFT FRENCH 
PROVINCIAL FENCE—A sweet new 
novelty item providing real privacy. 
Sections 7’ long x 54” high. Selected 
2” full-round peeled palings, strongly 
a with 3 crossbars. Limited 
stocl 


new customers now. Act quickly for immediate 
fall sales and big Christmas business. No paint- 
ing. Ready-to-erect sections. Made by one of 
the world’s largest producers of Cedar products. BELOW: NORCRAFT 
SPLIT PICKET GATES 





Order a car or two today. — Double split rail for 
extra sturdiness. 36” wide BELOW: NORCRAFT SPLIT 
Put an ad in your local newspaper—and see how . ee “Gate sires te noma re ee with p 
eects eas ease i a o match a customers. ections 7’ long x 40” 
quickly you'll need another car. Send for the FENCES. high. Available with staggered height 


Noreraft profit-making catalog. pickets as illustrated with single split 


rail or with even top. Also with full 
round pickets and double split rail. 


An Old Name in Cedar 


THE Mac Gittis & Gipes co. 


324 E. Wisconsin Ave., Milwaukee 2, Wis. 
Phone: Daly 2860 
Yards and Plants: 


New Brighton, Minn.—White mg Springs, Mont.— 
Gladstone, Mich.—Ensign, Mich.—Wallace, Mich. 


POSTS — POLES — TIES — PULPWOOD 





ni 


IN BANKRUPTCY Ss U L L i VAN ” 5 ga 


CASE NO. 11555 BOX FACTORY KENNETH LEMMER 














SU LLIVAN, ILLINOIS Atty. for Trustee 


By order of the United States District Court, for the 
Southern District of Illinois, we will sell at public 


e * 
| MACHINERY 
REAL ESTATE A U C { O N Woodworking, 
Approximately i 


Box Making and 


48,700 SQ. FT. ON THE PREMISES AT SULLIVAN, ILLINOIS Machine Shop 
One-Story Mill 


Constructed 10:30 A.M., THURSDAY —" 
Buildi 
contig. NOVEMBER 7th, 1946 ms 


The assets of Paul L. Temple 575,000 SQ. FT. 
* and — R. Knoblich doing 7 ce and 
i e m 
TRUCKS usiness as . 


TRACTORS SULLIVAN BOX FACTORY SHOP and OFFICE 


TRAILERS Write, Wire or Phone — 
For Descriptive Circular 


SAMUEL L. WINTERNITZ & co. 


AUCTIONEERS — LIQUIDATORS — APPRAISERS 
FIRST NATIONAL BANK BLDG. CHICAGO 3, ILL. 
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To Buy or Not to Buy? 


NATIONALLY-KNOWN busi- 
nessman (in the building ma- 
terial field) is betting heavy dough 
on a major bust in the lumber 
market before this time next year. 
The fact that he usually has hit it 
right in the past adds weight, in 
some cases, to his prognostications. 
In other words, however, it merely 
inspires the belief that “he can’t 
be right all the time.”’ All of which 
reminds the Clinic that the time 
is approaching when guessing on 
the market will become part and 
parcel of the daily activities of 
building material dealers every- 
where. Will you stock up when 
supply begins to catch up with de- 
mand, or will you wait for lower 
prices? It has been a long time 
since such a decision had to be 
made. 
Nothing is more’ exasperating 
than empty bins in a rising mar- 
ket—except full bins in a falling 


market. 
* * * 


"Below Ceiling Prices" 


F YOU’VE TAKEN ON such 
items as radios, vacuum cleaners, 
and certain other electrical appli- 
ances, you probably have already 
experienced that uncomfortable 
feeling which comes with the reali- 
zation that the phrase “below ceil- 
ing prices” is being used more and 
more frequently as a sales argu- 
ment. Actually, it has just the op- 
posite effect in most cases, since it 
merely arouses the suspicion that 
more reductions are in prospect or 
newer models are in the offing. Sell- 
ing at a profit, under such circum- 
stances, calls for good merchandis- 
ing and plenty of it. 


* % * 


Problems created by shortages 
are never as acute as_ those 
caused by overages. 


* *% * 
Great-Oaks-from-Little-Acorns Story 


FEW YEARS AGO a Boston 
lumberman was asked by his 
wife to buy a bird house for their 
back yard. Not being able to find 
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one in the city, he studied up on 
the shelter requirements of the 
particular bird she had in mind and 
built a house that turned out to be 
so satisfactory that several of their 
friends wanted one like it. Finding 
birds a fascinating study, houses 
of other types were added to the 
line, and the business grew by 
leaps and bounds. Today the Hyde 
Bird Feeder company, Somerville, 
Mass., is a well-known, prosperous 
New England concern with custom- 
ers in every state. 

“By utilizing small pieces of wood 
not normally suited for other pur- 
poses, we built a national business,” 
explains the _ irrepressible Don 
Hyde. “However, when we sold a 
bird house, we found we created a 
food problem for bird lovers. So 
we added ‘diners’ of various kinds, 
which made repeat customers and 
sent our sales to new highs.” 

Two essential factors stand out 
in this great-oaks-from-little-acorns 
story: knowledge of (a) birds, (b) 
merchandising. 


* * & 


“Cap” Hanly, St. Louis lumber- 
man, writes: “Football season is 
on... forward passing, lateral 
passing, delayed passing. Why 
not tell your customers about the 
old direct pass?” 


% * * 


Educational Touchdown 


¥ OU CAN NOW go to school for 
thirty days and learn how to 
be a lumber dealer! Mebbe not 
the finished product but a mighty 
long way in the right direction. 
You’ll be amazed when you discover 
the wide variety of subjects cov- 
ered in the intensive short training 
course that has now been set up 
for veterans and retail lumber and 
building yard personnel. It all 
goes to show what organized effort 
can accomplish when an industry, 
under proper leadership, gets its 
teeth into something. A salute to 
the National Retail Lumber Dealers 
Association for carrying the ball 
for an educational touchdown. 


New Note in Lumber Yard 
Merchandising 


ULLERTON LUMBER (COM- 
PANY, operating more than 
100 lumber yards throughout the 
Middle West, is featuring plastic 
tea aprons, garment bags, and food- 
saver bags in their eight-page 
magazine—Fullerton’s Home Ideas. 
The ruffled tea aprons come in two 
styles and the garment bags in 
three lengths. The food-saver bags 
are sold in sets—seven bags for 
$1.50. Aprons are $1.19 and $1.39 
each. Garment bags from $1.69 to 
$2.69 each. However, these items 
are not carried in stock at the vari- 
ous yards but are sold by mail 
through the use of a coupon in the 
company’s magazine. 
On first thought it might seem a 





bit unusual for a retail lumber 
company to be selling aprons. But, 
why not? Especially when it is 


possible to advertise them at no 
added cost and make one stock serve 
the purpose. The Clinic labels it 
smart merchandising. 


“Meatiest” statement encoun- 
tered during the week: “You can 
solve any problem if you break 
it down into enough small prob- 
lems and solve each one.” 


Never Saw the Likes of It! 


N ALL YOUR born days, you've 

never seen advertising that was 
more interesting or more attractive 
than the ads which are now appeal- 
ing in such publications as the Sat- 
urday Evening Post. Thumb 
through an issue critically and see 
if you don’t agree. 


x * * 


Under today’s conditions, it takes 
smart merchandising to maxé 
permanent customers. 


x * 
Why? 
NE of the biggest and_ best 
years in the history of the re- 
tail lumber industry is beginning 
to taper off, but not many are will- 
ing to admit it. 
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New Springlatch Lock 


A lock invention, one of a series 
of six new Yale night-latches, is 
now in production. The new one- 
arm springlatch can be opened with 





one hand and will lock automati- 
cally. Because of patented fea- 
tures, the latchbolt of this lock is 
held back automatically when it is 
retracted by the key, permitting 
the withdrawal of the key and the 
unlatching of the door with the 
same hand. The latchbolt auto- 
matically springs out and locks the 
door as it closes. The case and 
strike are of a solid metal alloy 
said to be rustless and the bolts 
and key cylinders are cast brass. 
All interior parts are steel. One 
of the new night-latches has a pat- 
ented extra throw deadlatch, in 
which an automatic extra throw 
deadlocks the latchbolt so it can- 
not be pried back. Sales helps 
for the dealer will include adver- 
tisements in consumer publications, 
window and counter displays. For 
further information write the Yale 
& Towne Manufacturing company, 
Dept. AL&BPM, 200 Henry street, 
Stamford, Conn. 


Rust Preventive Products 

A new descriptive catalog has 
just been published outlining rust 
preventive products for industrial, 
railroad, marine, farm and general 
uses. It analyses the rust preven- 
tive requirements for each of these 
fields with complete descriptive data 
on uses, applications and engineer- 
ing specifications. Specifications 
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are organized for easy reference 
through the use of 39 color cards, 
augmented by 12 color panels of 
machinery and implement finishes, 
showing the various colors in which 
Rust-Oleum is obtainable. For a 
copy of the catalog write Rust- 
Oleum corporation, Dept. AL&BPM, 
2425 Oakton street, Evanston, IIl. 


Household Repair Cement 

Now promoted for the first time 
as a general consumer product is 
X-Pandotite, a white, mortar-like 
household cement. As it dries it is 
said to expand, forcing its way into 


THE PERMANENT Ti] 


y PANDOTI 
Laat 





pores or irregular surfaces of the 
material to which applied, locking 


itself in. Unaffected by water, 
steam, soap, heat, alkali solutions 
or vibration, it is said to repair 
permanently. It is packed in a 
small, half-pound can, and is merely 
mixed with water, then applied and 
allowed to dry. It can be applied 
to joints in tile, concrete, plaster, 
marble, terrazzo, wood or metal and 
can be used as well on furniture, 
fixtures and tool handles. Included 
in dealer helps are national adver- 
tising in home magazines, counter 
display box and colorful window 
streamers. For further informa- 
tion write X-Pando corporation, 
Dept. AL&BPM, 43-15 36th street, 
Long Island City, New York. 


Bevelled Sheetrock Wallboard 


New 4x8 foot panels of sheetrock 
wallboard come already bevelled go 
that when matched they form “Vy” 
joints. Rooms can be paneled go 


[oo ee 














joints fall at equal distance from 
either side of openings or corners 
and it is possible to match ceiling 


joints with sidewalls. The ceilings 
and walls can then be decorated by 
any finish that is brushed, sprayed 
or pasted on. The sheetrock is ap- 
plied with edges snug and are then 
nailed to studs with regular 4d 
cement-coated nails. It can be used 
on new walls or for refinishing old 
and irregular walls. For further 
information write United States 
Gypsum company, Dept. AL&IPM, 
300 W. Adams street, Chicago 6, 
Ill. 


Gas-Fired Heater 


A new type of gas-fired space 
heater that vents combustion f\:mes 
without pipes, ducts, flues or chim- 
neys is in production. Desiyned 
for individual room use and avail- 
able with thermostat control, it is 
suggested as the source of hea‘ for 
small houses, farm buildings, mo- 
tor courts, guest cottages and of- 
fices. It is useful for heating in- 
dividual rooms—such as bathrooms, 
playrooms or attics — in large 
homes. It is being manufactured 
in two sizes—10,000 and 20,000 
BTU an hour. It is installed be 
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NOTE THESE POST-WAR FEATURES 


@ Modern magnesium alloy construction. 


@ Built-in governor and sat valve in engine assuring con- 
sistent performance, long life and low up-keep. 


@ Cutting blade swivels to 8 different positions for easy cutting. 


ELECTRIC MODEL FOR POWER LINE CURRENT 


For interior or yard use, we have a powerful 3 phase, 60 cycle, 220-440 volt AC unit. 


@ Heavy duty. long life chain. 


Ashland, Mass. 
Builders of Dependable Machinery for 50 Years 


LOMBARD CHAIN 





A Dependable Gas Driven Chain 
Saw With Low Operating Costs 





@ Built-in oiler on helper’s end for effective chain lubrication. 
@ Gas tank cast integral with engine housing. 


Also light-weight air-driver model. 
Both models demonstrated and serviced by local dealers in most states. 


LOMBARD GOVERNOR CORPORATION 


SAWS 








se t0 you as your Tele bp ho 


WANTED 


KD furniture dimension stock worked to 
pattern and cut to length, We have a 
large and growing demand for this mate- 
rial and can handle large quantities of it. 
Write or wire us what you have to offer 


“ Phone 8115 


co 


@ WINSTON-SALEM 


NORTH CAROLINA 


We specialize particularly in special worked furniture and industrial 
cut stock, cut-to-length cleats and crating and in plywood. 
_ Also, we handle a large amount of commission business in regular 
items in Southern Pine, Western Pine, Spruce and Dougias Fir, including 
Douglas Fir Plywood. 
We need additional connections with Pecan Floor- 
ing producers. Can use several cars immediately. 
Mills that are looking ahead and are interested in effective, permanent 
representation in our territory should contact us at once. 


P. O. BOX 2896 





TO OUR CUSTOMERS 


We are extremely grateful to the 
many customers who have availed 
themselves of our service. We want 
each and every one to know that 
his business has been personally 
appreciated. We have been doing 
our utmost to meet the needs of all 
customers insofar as possible—and 
will continue to do so, However, 
the volume of orders now being 
offered us is such that we must 
solicit a little breathing spell—and 
ask your forbearance. For the time 
being we are unable to add any 
new business—until we can 


broaden our sources of supply — 
when we shall hope to serve you. 


-L.N. BAGNAL 


WINSTON-SALEM I, N. C. 
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tween the studs of an outside wall 
and draws air directly from the 
outside for combustion and dis- 
charges the fumes outside. The 
thermostat makes possible auto- 
matic control of individual room 





temperature where several heaters 
are installed in one building. For 
further information write Heating 


Research _ corporation, 
AL&BPM, Muncie, Ind. 


Dept. 








DISTRIBUTORS 
LUMBER © STOCK MILLWORK ®@ BUILDERS' 
SUPPLIES 


BUILDING PREFABRICATORS 
INDIANA DEMOUNTABLE HOUSING, INC. 


Midland 


BUILDING INDUSTRIES, INC. 
907 E. MICHIGAN ST. . . INDIANAPOLIS 6, IND. 














VENEER PLANT 
EQUIPMENT 


Automatic Hot Press Chargers 
Mechanical Hot Press Chargers 
Hot Press Feed Elevators 
Dryer Feed Elevators 
Elevating Tables 

Continuous Core Machines 


Saw Mili Equipment 


Planer Feed Elevators 

Dry Kiln Car Loaders 

Dry Kiln Car Unloaders 
Automatic Lumber Stackers 


Hydraulic and Electric Elevating 
Tables 


Electric Lumber Transfers 


We Specialize in Designing Saw 
Mill and Veneer Plant Material 
Handling Equipment 


WHAT ARE YOUR PROBLEMS? 


AMERICAN 


MANUFACTURING CO., INC. 
2119 Pacific Ave., Tacoma 2, Wash. 
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Aluminum Over-Counter 
Products 


On the market now is a line of 
new aluminum household articles 
for the household utilities counter. 
A square steak grill, wire brush 
finish, which can be used for steaks, 
chops, cookies, sandwiches, etc., 
has a self-draining canal to collect 
greases and juices. A corn cake 
pan bakes six “ears” of corn bread. 
A steak tenderizer has a coarse 
tooth side for the first pounding 
and a fine tooth side for. finishing 
up. They are wire brushed fin- 
ished with hardwood handles. For 
further information about these 
products write United Brass Foun- 
dry, Dept. AL&BPM, 4325 N. 28th 
avenue, Omaha 11, Nebr. 


Built-In Wall Ventilator 


Designed to offer a minimum of 
resistance to air flow, a new built-in 
wall ventilator can be _ installed 
either horizontal or upright accord- 
ing to the preference of the owner. 
With a certified rated capacity of 
400 cubic feet per minute, the ven- 
tilator is said to be capable of dis- 
pelling odors from the kitchen, 
game room or business office in 
short time. It is said to be easily 
installed, quiet in operation and 
inexpensive to use. A three bladed 





propeller type fan is driven by a 


totally enclosed constant speed 
motor. The white grill is made 
from plastic. For further infor- 
mation write American Blower 
company, Dept. AL&BPM, 8111 
Fireman avenue, Detroit, Mich. 


Creo-Dipt Catalog 


A new Creo-Dipt catalog is just 
coming off the presses. This book- 
let gives detailed information on 
the use of double-wall Zephyrs with 
Zephyr insulation backing board, 
hand-split shakes and wood shingle 
stains. The catalog also discusses 
other types of stained and pre- 
served red cedar shingles for roofs 
and sidewalls including two types 


of hand-split shakes, giving de. 
tailed information on their recom. 
mended uses, methods of layiny and 
patented factory procedures op 
their preparation. A reference data 
chart for stained shingles lists size, 
style, thickness, packing, coverage 
per bundle, etc. Write for Bulletin 
247 Creo-Dipt Shingles and Sains, 
Creo-Dipt company Ine., Dept, 
AL&BPM, North Tonawanda, N. Y, 


New Moulding Packages 

A new packaging tube for 
Marsh mouldings is being intro- 
duced. It: is said to provide \juick 





and easy identification of stocks in 
dealers’ storerooms and makes the 
mouldings easier to ship and to 


handle. The package contains 24 
pieces of either eight or 12 foot 
lengths, four pieces to an envelope. 
Newly designed labels are fastened 
to the ends of the package, telling 
at a glance the number of pieces, 
size, style and shape of mouldings 
in each tube. For further informa- 
tion about Marsh mouldings and 
the new packages write Marsh Wall 
Products Ine., Dept. AL&BPM, 
Dover, Ohio. 


Donald Durham Mat Service 

A new service being offered to 
dealers of Donald Durham water 
putty is the ad mat service. There 
are four different one-column ads 
for the dealer to choose from. They 
can be used as individual ads or a8 
part of a larger ad. For further 
information about Donald Durham 
products and the mat service write 
Donald Durham company, _’)ept. 
AL&BPM, Box 804-S, Des Mvines, 
Iowa. 


Radi-Glo Spotter Buttons 
Designed for “spotting” in the 
dark, Radi-Glo spotter button» cal 
be used to mark light swi‘ches, 
light plugs and cords, key oles, 
stair steps, door knobs, telep! mes, 
first aid kits, alarm clocks, «xits, 
baby cribs, etc. Each button comes 
on a merchandising card, 24 of 
which are mounted on a counter dis- 
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a Dey Oat "i Thoroughly dry lumber is 
be ope ' -- t= graded and sorted the second 


time when it comes from the 
dry kilns. 


Today we are producing as 
much high quality lumber 
as possible and, although we 
—= regret we cannot ship all the 
: ~~ lumber required by our good 
old customers, we hope the 
time when we can take care 
of all your lumber needs is 
not far off. 





No. 40 in a series on modern lumber manufacturing. 


J. NEILS LUMBER COMPANY 


Klickitat, Washington Member Western Pine Association Libby, Montana 














HOLT HARDWOOD (CO. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH @ OAK 
STRIP @© BLOCK 
and 
HERRINGBONE 
FLOORING 


i 

BROOM HANDLES 
GRADED SAWDUST ‘ 

« 4 

High Grade Northern Hardwoods ‘ ik 
6 Ne 


- A 


Custom Kiln Drying 


i 


Members: MPL MOA LA NHR AKE LUMBER CO. Ltd. 
SALES OFFICE: 2020 Conway Bidg., CHICAGO 2, ILL. 
OcOnTO, WISCONSIN sty 











Selling the Products of J. A. MATHIEU, Ltd, Rainy Lake, Ont. 
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WHAT’S NEW? 


play board. Complete instructions 
for applying or fastening the but- 
ton, as well as suggestions for its 
use, are printed on the front and 
back of the sales card. For fur- 
ther information write Ohio Bottle 
& Supply company, Dept. AL&BPM, 
P. O. Box 2217, Akron 11, Ohio. 


12-in-One Tool 


A handy new tool is being pro- 
duced which combines twelve tools 
in one, and can be sold over-counter 
for use around a home or work- 
shop. It is made to be used as a 


glass cutter, knife sharpener, file, 


further information write Electra 
Voice corporation, Dept. AL&BPM, 
5215 Ravenswood avenue, Chicago 
40, Ill. 


Reflective Roof Coating 
Richlume is a new coating de- 
veloped for use on bituminous roof- 





ing materials. It is said to have in- 
sulating, waterproofing and fire-re- 


Richkraft 


tic vehicle for the aluminum pig- 
ment in Richlume is said.to produce 
a close bond with roofing materials 
without penetrating ‘the roof sur- 
face and allows the coating to ex- 
pand and contract with the roof. It 
is said up to 80 percent of the sun’s 
rays are reflected, stopping heat 
penetration at the roof surface. 
For further information write the 
company, Dept. 
AL&BPM, 228 N. LaSalle, Chi- 
cago, IIl. 


Paint Striping Tool 

With a new paint striping tool, 
it is said anyone can do striping as 
easily as using a pencil. The tubu- 
lar glass paint fountain is only 
slightly larger than the barrel on 





| __ gistive qualities when applied with 

brush or spray to tar-and-gravel 

tar paper, built-up asphalt or com- 

position shingle roofs. A new plas- 
alligator wrench, straight edge, 
ruler, magnet, staple lifter, screw- 
driver, wirestripper and bottle 
opener. Each one comes on its 
own display card with pictures 
showing how it can be used. For 








When writing for new literature aS 
or further details about products | Quali 
described here, please mention ; Celad 
AMERICAN LUMBERMAN & most fountain pens. Different foun- acting 
ies as on tee Be tage tains can be kept on hand for each reliak 
~ dete color, and the fountains may be — 
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BOOKS BY THE LATE DOUGLAS MALLOCH a 


{The Lumberman's Poet) speci 


sales 
LIVE LIFE TODAY... 


Send 
“Live life today as though today were all"—is the 
theme of Douglas Malloch's inspiring poems. No 
one can read them without a renewed zest for life 

















Anaconda Copper 
Mining Co. CE 


and living. 192 pages. Size 8 x 5!/2 inches. $1.50 6: 
per copy. *Th 


COME ON HOME... Lumber Department 


The author has been called “the world's greatest 
optimist"—"a clear visioned prophet"—and a poet 
whose verses brim with “the philosophy of sunshine” 
— "refreshing, simple, direct and human." This book 
contains favorites that Mr. Malloch read in his trav- 
els throughout the country. 222 pages, size 8 x 5!/2 
inches. $1.50 per copy. 


THE HEART CONTENT... 


In these “lyrics of Life" Mr. Malloch struck a high 
note. They are full of the inspiration, help and hu- 
mor that caused his poetry to be "Called good by 
the greatest of all critics, the people.” This book 
of cheerful and happy verse includes the favorite 
and widely quoted poem "TODAY." 168 pages. 
Size 8 x 5'/2 inches. $1.50 per copy. 


All three books, postpaid, for only $4.00 
Book Department 


AMERICAN LUMBERMAN 


139 N. Clark St. 
Chicago 2, Illinois 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 
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J. P. RINN H. V. SCOTT 


Rinn - cot Lumber Company 


LUMBER and LUMBER PRODUCTS 


General Office 


360 No. Michigan Ave. 


Chicago 1, Ill. 
RANdolph 4878 


EREE .of tor. JUST OFF THE PRESS! 


FREE copy 
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hi- Yard and Warehouse 


2759 So. Kedzie Ave. 


Chicago 23, Ill. 
BiShop 4080 
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MONEY-BACK 
GUARANTEE 





edition of 





a 
Qualified dealers can make their stores Western Pine 
Celadri Waterproofings Headquarters by 
un- acting quickly. Celadri is an absolutely Camera Views” 
ach reliable waterproofing for all porous ma- 
be sonry surfaces cleansed free of grease, oil Your . 
paints, tar or other wax-like substances. Opportunity is yours for 
ty- Comes in gallon and 5-gallon containers. You can build 


White and 6 colors. Decorates and wa- | @ permanent, 


terproofs in one simple operation. Dries 
to smooth, rock-like consistency. Com- 
pletely odorless. Easy to apply. Eco- 
nomical. Money-back guarantee for 48 
specific uses—every one a profit-making 
sales opportunity for you. 


Send today our FREE folder, “The Story 


profitable busi- 
ness with the 
time-tested 
Celadri line — 
Celadri Water- 

roof Paint, 

ransparent 
Waterproofing, 
Cement Paint, 
Cement Hard- 


the asking 


This is just the book to show a home build- 
ing prospect. Its 73 pictures reveal new and 
practical ideas for making every room in 


the house beautiful and livable with those 













of Celadri.” = 


CELADRI CORPORATION 


652 Willis Ave., Williston Park, N. Y. 
*The name Celadri is Reg. U. S. Pat. Off. 


CELADRI 


THE GUARANTEED 
WATERPROOF PAINT 


TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 














versatile, fine-grained woods—the Western 
Pines. Order now—specify book No. 50. 


WESTERN PINE ASSOCIATION 


Dept. 11D * Yeon Building « Portland 4, Oregon 


*Idaho White Pine *Ponderosa Pine 


*Sugar Pine 











*THESE ARE THE WESTERN PINES * 








Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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WHAT’S NEW? 


ing until next time. When clean- 
ing, the wheel-tip splits through 
the center laying interior open for 
a dunk in turpentine or thinner 
and quick wiping with cloth. For 
further information write the 
Wendell Manufacturing company, 
Dept. AL&BPM, 4234 N. Lincoln 
avenue, Chicago 18, IIl. 


New Kitchen Cabinets 


Designed to harmonize with mod- 
ern kitchen appliances, a new line 
of standard unit cabinets is being 
produced. The wood units have an 


; 


ws 





appliance-white enamel finish; 
doors and drawer faces practically 
cover the front and are streamlined 
at the edges. The chrome hard- 
ware is plain and unobtrusive. The 


doors are of solid, grainless wood 
to insure against distortion and the 
drawers are of heavy gauge steel 
with wood fronts and hardwood 
guides and slides. They are avail- 
able as a built-in line of standard 
units for the custom planned 
kitchen, or as single package units 


—completely finished and ready for 
immediate use. For further infor- 
mation write Kitchen Maid corpora- 
tion, Dept. AL&BPM, Andrews, 
Ind. 


New Fork-Type Lift Truck 


Announcement of a new pneu- 
matic tire 4,000 pound fork-type lift 
truck, termed the Hyster “40” has 
been made. Using an air-cooled 


motor, a trunnion steering and 7x12 
pneumatic tires, the truck is said to 
be well adapted for use over any 
type of indoor or outdoor road sur- 
faces. For further information 
write Hyster company, Dept. 
AL&BPM, Portland 8, Ore. 





THE BEST OF THE FOREST 


Your requirements are our problems. If you do not receive 





“Lock, Stock and Barrel”—our weekly inventory—write or 


phone us today. You’ve got our number! CHESAPEAKE 2786, 








Ponderosa Pine 
Sugar Pine 
White Fir, Incense Cedar 


Lumber | 
Mouldings 
Cut Stock 


Tarter, Webster & Johnson, Inc. 


| 
' No. 1 Montgomery St., San Francisco * P. 0. Box 1731, Stockton, Calif. | 
| 
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Oregon Lumber Co. 
Baker, Oregon 


Pioneer eastern Oregon mill—in operation 57 
years. Under our sustained yield plan of opera- 
tion, the past 57 years of performance is just 


a starter for future delivery of our products. 
onli: 
Manufacturers 


Famous “John Day” 
Ponderosa Pine 





Since 1889 
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Accuracy PAYS OFF! 


ACCURACY is the keynote of 
every top-flight bowler. Strikes and 
high scores are a direct result of, 
consistent precision. 


By the same token, accuracy pays 
off in a sawmill, built for precision 
lumber cutting. If you want smooth, 
accurately cut lumber—the easy-to- 
handle kind—lumber that builds 
profits—insist that it be cut with a 
Corley. 





Wherever you are, 
there’s a Corley mill 
operator near you. Con- 
tact him for high 
quality, sales-building 
lumber. 


Y MAN Ne TAU H a UURIT 


Pesausees 1905) SSS 


‘Branches: Little Rock, ron o ’ Portland, Ore. * Seattle, Wash. 
WS IWS \ 








Logged in 1936-1937 
HARDWOODS e WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
MENOMINEE INDIAN MILLS 








Neopit, Wisconsin 
Air-dried QUALITY LUMBER Kiln-dried | 


BUILDING Propucts MERCHANDISER, October 26, 1946 


STOP End Checking!! 


No. 464-A Lumber sealing compound is a specially 
developed “end coating” that produces amazing 
results. 


Not a “lead and oil” paint but a new product de- 
signed to do a particular job. 


Can be applied with spray gun designed for heavy 
bodied materials or by brush. Color is black. 


Any mill, lumber dealer or manufacturer who stores 
lumber can effect very substantial savings. 


Reports have been received that use of the com- 
pound has resulted in savings amounting to thou- 
sands of dollars worth of lumber previously lost due 
to “end checking.” 


No. 464-A Lumber sealing compound is reasonably 
priced as follows: 


$1.50 PER GALLON IN 55 GALLON NON-RE- 
TURNABLE DRUMS 


$1.60 PER GALLON IN 5 GALLON CONTAINERS 
F.0.B. AKRON, OHIO 


The Akron Paint and Varnish Company 


AKRON 1, OHIO 
EST. 1878 
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Goodwin 








Johnson Ltd. 


VANCOUVER, B. C. 
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Maine 


All that the name implies 


cient organization—small enough Ww RE 
to give your orders INDIVIDUAL “Sy” 
attention—large enough to serve ~ 
ALL your needs. Member West- 
ern Pine Association. 


JAMES W. 


Old Town, 


IVORY PINE. eu’ ten 


Klamath Basin 
Timber 





modern mill 
by an effi- 


SEWALL COMPANY 


Consulting Foresters 
MAIN OFFICE: Phillips & Benner 


Ruttan Block 
Port Arthur, Ontario 


Established 1910 

















KNIGHT SAW MILLS 


All lron & Steel Construction 
DOGS, SET WORKS, EDGERS 
Manufactured by 
THE KENT MACHINE COMPANY 
117 Portage St. Cuyahoga Falls, 0. 















J. W. Wells Lumber Co. 


Montgomery |, Alabama 
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Manufacturers 


Southern Hardwoods and Pine 


















SAWMILL MACHINERY * MILL SUPPLIES 


MACHINERY COMPANY SHREVEPORT, LOUISIANA 


RUSSELL & PUGH LUMBER CO. 


IN SPRINGSTON, IDAHO 


Idaho White Pine Ponderosa Pine 
See” Douglas Fir White Fir © Cedar 


American Car Door Roller 


EVERY YARD SHOULD HAVE ONE 
Best and cheapest helper for 
loading and unloading lumb 

Often pays for itself in one lum- 


ber shipment. Adjustable to fit Can be furnished with wood or steel 
openings 5 to 6 ft. wide: double beam. “American” Logging Tools 
extension roller for door 5 to 8 and Appliances best on the market. 
ft. wide. Write for catalog and information. 


AMERICAN LOGGING TOOL CO., Evart, Mich. 


PLANER AND 4 
JOINTER KNIVES 


— — — alse high speed knives and 


ine ted — — for the woodwork- 
TAYLOR-STILES & CO.., “tuna tren 


RIEGELSVILLE, NEW JERSEY “et te ae 
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No. 006-A ZEPHYR 


For a low-priced closer, 
the 006-A has all the 
features of higher-priced 
closers. A really proved 
fast seller 








No. 001 DOOR STOP 


POSITIVE IN ACTION 
NEWELL DOOR CLOSERS - - ¥3 comes rams 
EASY TO INSTALL 


we BEST SELLERS + + 2uitce 














eel 4 
~ No. 008 AIR-FLO se No. 014 OIL-FLO 


Ideal for combination This latest addition to the 


screen and storm doors Newell line operates in an 
and light inside doors. oil bath. Smoothest oper- 
Each one in individual ating closer yet presented. 


carton. 


No. 001 Door Stop prevents damage 
when doors are forced open beyond 
normal Finish is bright cadmium. 
No. 010 E-ZE Latch renders periect 
performance when used with a 
door closer Full instructions, with 
template, in each bo: 










SPECIALIZING 


in protection for the Lumber Industry 
* * 


Substantial dividend savings have been re- 
turned to policyholders each year. 


Lumbermens 


MUTUAL CASUALTY COMPANY 


James S. Kemper, Chairman 


Mutual Insurance Building 
Chicago 40 U. S. A. 
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MARKET ANALYSIS 


Survey Committee Points Out 
What Poor Distribution Means 


Issuing its second quarterly report this year, the 
Lumber Survey Committee pointed out that malad- 
justments in the distribution system constitute a 
major problem. 

Shortages of freight cars are hampering production, 
especially in the West. Distribution yards, unable to 
obtain lumber from their usual suppliers, are fre- 
quently attempting to acquire control over mills. 

Mills, on the other hand, are commonly setting up 
their own distribution outlets because it is more prof- 
itable to the producer. 

Increased labor costs, the committee finds, are due 
to low labor productivity per man hour and a high 
rate of labor turnover, particularly among veterans. 

Lumber output during the second quarter was put 
at 7,895,000,000 feet and consumption at 7,891,000,000 
feet. 

Total lumber requirements for this year are esti- 
mated at 37 billion feet of which 8.1 billion feet are 
required for the veterans’ housing program. 

The national survey of lumber demand and supply 
was made by a committee consisting of Thomas S. 
Holden, president, F. W. Dodge Corporation, New 
York; J. Philip Boyd, J. Philip Boyd & Co., Chicago; 
M. W. Stark, Columbus, Ohio; Calvin Dentress, chair- 
man, Baker-Fentress, Chicago; Wilson Compton, pres- 
ident, Washington State College, and J. L. Muller, 
acting chief, forest products division, Department of 
Commerce. : 




























































































Current Statistics on 
Output and Distribution 


Lumber shipments of 409 mills reporting to the 
National Lumber Trade Barometer were 1.2 percent 
above production for the week ending Oct. 5, 1946. In 
the same week new orders of these mills were 1.4 
percent below production. Unfilled order files of 
reporting mills amounted to 62 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 25 days’ production at the current rate and 
gross stocks are equivalent to 39 days’ production. For 
the year-to-date, shipments of reporting identical mills 
exceeded production by 1.3 percent; orders by 0.2 per- 
cent. Compared with the average corresponding week 
of 1935-1939, production of reporting mills was three 
percent above; shipments were 6.7 percent above; 
orders were 3.5 percent above. 


West Coast 


_ The weekly average of West Coast lumber produc- 
tion in September, reported the West Coast Lumber- 
men’s Association, was 117,204,000 board feet or 80.9 
percent of the 1942-1945 average. Orders averaged 
111,226,000 board feet and shipments 112,091,000. 
The cumulative production for the first 39 weeks of 
1946 was 4,470,103,000 compared with 4,970,425,000 in 
1945 and 6,027,455,000 in 1944. The industry’s un- 
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We’d be making 
TRACKS for your door! 


We used to get up early and scout for 
orders all day long. Now we get up early 
to whip the production problems common 


to all mills. 


Whatever you do, don’t close the door. 
One of these days we'll be squared away 
again—and be filling your orders with 


Ferguson quality lumber. 


W. T. FERGUSON LUMBER CO. 


ST. LOUIS 1, MISSOURI 





OMAK-KWALITY: 


Window, Door and 
Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Fumiture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. R. F. Taylor Mr. H. M. Tripp 
No. 24 Welwyn Road P. 0. Box No. 85 
Great Neck, L. L., Crystal Lake, II. 

New York 


Member Western Pine Assn. 













Manufacturers 

and Wholesalers 
OF 

j SPECIAL LUMBER PRODUCTS 


Anything Made From 
Western Lumber! 


WE MANUFACTURE 
AND SPECIALIZE IN 


Furniture Dimension 
Glued-Up Stock 


Carpenters’ and §; 
Mouldings ——s 


Venetian Blind Slats, 
Rails and Fascia 


Ready-to-Assemble 
Furniture Parts 


Industrial Shook 


Remember, too, 

WE WHOLESALE 
Hemlock 

5 Douglas Fir 

Sitka Spruce 
Ponderosa Pine 

and other West Coast Woods 


CABLOAD QUANTITIES ONLY 


Address all correspondence 
to our Kansas City Offices 


Manvioctorers and Wholesalers 1635 Dierks Bldg, Kansas City 6,Mo., Victor 4143 
Member of Western Pine Ass'n., Notional Wooden Box Ass’n., Ponderosa Pine Woodwork, 
Notional-Americon Wholesale Lumber Ass‘n. 


West Coast Office: 910 Porter Building © 





Portland 4, Oregon 





HERE’S better, faster 


PORTABLE 
EASY TO USE 
NO POINTS TO BREAK 
OR MAR. 
ACCURATE DOWN 
TO 0% 





VERSATILE 
MODELS... 


L-2, Flat Surface Type: for smooth surfaced moterials. 
K-2, Irregular Surface Type: specially designed for rough or 
smooth materials of any contour. 
V-2, Thin Material Type: for thin, smooth surfaced, fiat materials. 
Scientific calibration, based on standard method for your trade, supplied with 
each instrument. - 
MANY APPLICATIONS — Moisture Register is bosed on principle of high frequency 
power absorption. All models have wide field of adaptability through all indus- 
tries — as to materials, methods of use and range of moisture content. Special 
celibrations for specific needs supplied at nominal cost. 
WRITE TODAY for complete information, specifying type of material and range of 


moisture content to be tested. 
MOISTURE REGISTER COMPANY 


DEPT. A, 133 NORTH GARFIELD AVE., ALHAMBRA, CALIF. 
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LUMBER MARKET 





filled order file stood at 538,492,000 board feet at the 
end of September; gross stocks at 420,222,000. 


Southern Pine 


Production of Southern Pine by the 103 mills re- 
porting to the Southern Pine association for the week 
ending Oct. 12, 1946, totaled 15,503,000 feet. This 
was 13.55 percent below the three-year average for 
the same mills. Shipments for the week of Oct. 12 
totaled 14,802,000 or 4.52 percent below production 
for the week. Orders placed during the week totaled 
16,183,000 feet or 4.39 percent above production. 


Western Pine 


Ninety-six mills reporting to the Western Pine 
association for the week ending Sept. 28, 1946, cut 
68,182,000 feet. The same week a year ago the cut 
was 40,203,000 feet. Shipments were 59,797,000 feet 
or 12.3 percent below production. Unfilled orders on 
hand for the week of Sept. 28 were 207,273,000 and 
gross stocks stood at 648,498,000 feet. 


Northern Pine 


Production of Northern Pine by the five mills re- 
porting to the Northern Pine Manufacturers associa- 
tion for the week ending Oct. 11, 1946, totaled 750,000 
feet. The same week a year ago the cut was 1,460,000 
feet. Shipments during the current week were 540,000 
feet and new business booked totaled 545,000 feet. 
Unfilled orders stood at 6,465,000 feet and gross were 
42,025,000 feet. 


In the Market Centers 


TACOMA — Maritime strike tied up waterborne 
lumber shipments. Weather conditions excellent. Log 
production at nearby logging camps maintaining an 
even flow. Jacques Willis, president of HomeOla, the 
prefabricated house, announced that his firm has 
placed an order for additional units with the Buffelen 
Lumber and Manufacturing company, Tacoma. 

SEATTLE — Slight leveling off from the strong 
demand for lumber with buyers insisting on securing 
lumber which fits their specifications. Common lumber 
is plentiful, but limited to Pacific Coast states. Floor- 
ing, ceiling and siding are very scarce. Wholesale 
and retail yards unable to build up stocks. Log output 
as of Oct. 1 again showing gains. 

KANSAS CITY—Exceptionally good weather has 
permitted mills to step up production of hardwoods. 
Labor situation spotty with ample crews some days 
and absenteeism cutting production the next. Work- 
er’s efficiency is estimated at 50 percent of normal. 
Shortage of box cars is piling up lumber in the yards. 
The Federal Reserve Bank of Kansas City reported 
that sales of 130 retail yards in August were 35 per- 
cent larger than a year ago and the eight-month gain 
was 52 percent. Retailers’ inventories on Aug. 3 
were 45 percent less than a year ago. 

MEMPHIS—Labor is making seasonal] shift to the 
cotton fields. Hardwood mills report production in 
excess of 90 percent of normal. Oak flooring produc- 
tion about 80 percent greater than it was last year. 
Building pine hard to find. Stock sash and doors 
almost impossible to find. One Memphis dealer re- 
ported back orders for 5,000 doors and 30,000 window 
frames and windows. 


October 26, 1946, AMERICAN LUMBERMAN & 

















su~=< Oo > 















































SELLING THE PRODUCTS OF DISTRIBUTORS OF 
the ‘ ” SPECIES 
THE McCLOUD RIVER LUMBER SHEVLN PONE 
COMPANY VIS PONDEROSA PINE 
McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA} 
’ *THE SHEVLIN-HIXON COMPANY eCoIvE CE 
re- Bend, Oregon 900 First National Soo Line Building SUGAR (Genuine White) PINE 
eek *Member of the Western Pine Associa- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
ae tion, Portland, Oregon. DISTRICT SALES OFFICES: 
a NEW YORK CHICAGO SAN FRANCISCO 
- 1604 Graybar Bidg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bidg. 
~ Fae Weedwork Mohawk 4-9117 Telephone Central 9182 Exbrook 7041 
ale ner a nn 
mem Old Growth DOUGLAS FIR | 
cut a 
cut —a UCU “3 
feet 3 ee ic a ’ ° 
on a ie fone Limited 
and CoA. : ae af = = 
PORT MOODY, B. C. CANADA 
re- = ; - ‘ 
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00 RED CEDAR 
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: JUST RECEIVED 
“Baughmans Buyer & Seller” SHINGLES 


- an 


the Desk Size Edition 





























has Ff AMERICAN LUMBERMAN is pleased to an- 
elen § nounce that additional copies of the DESK SIZE- 
$4.00 edition of Baughmans Buyer & Seller have 
2 been received and we can again fill orders for 
ms this popular book for calculating lumber footage 
ial and prices. 
2 AMERICAN LUMBERMAN 
. 139 N. Clark St., Chicago 2, Illinois 
has 
ods. 
“|| ENTERPRISE SAWMILL MACHINERY 
ork- 
mal. ai ; . 
rds. Meets the demands of experienced operators for aA : ° 
rted efficient, accurate production at low cost. .Solve 
per- your increased output requirements with an Enter- 
gain prise. Send details of your set-up for our recom- 
, 3 mendations and prices. 
the 
1 in Quality—built to tried and proven prin- 
duc- § ciples of design and consiruction for 
~ & profitable operation. : 
rear. —— Segue as RE 
00 rs REY = 
7 re- : . 
dow THE ENTERPRISE CO., 328 Main St., COLUMBIANA, 
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WM THE MEWS 


Herbert Dierks, President of 
Kansas City Lumber Firm, Dies 
Herbert Dierks, 67, president of 
the Dierks Lumber and Coal com- 
pany, Kansas City, Mo., died Oct. 


Herbert Dierks 


7. Mr. Dierks was a son of Hans 
Dierks, who died in 1930, and a 
nephew of Herman Dierks, who 
died last April. The Dierks com- 
pany was founded by these two 
along with two other brothers. 

Starting to work with the com- 
pany as stenographer at 19, Mr. 
Dierks, in 1903 was made superin- 
tendent of a mill at DeQueen, Ark., 
and later operated other mills. He 
returned to Kansas City in 1915 to 
take charge of lumber production 
for the company and on the death of 
his father, succeeded to the presi- 
dency. 

Mr. Dierks was also president of 
the Dierks & Sons Lumber com- 
pany, Kansas City, retail outlet of 
the Dierks organization. He was 
vice president of the Texas, Okla- 
homa and Eastern railroad, and 
treasurer of the DeQueen & East- 
ern line. 


J. R. Blunt Named Manager of 
WCLA Washington, D. C. Office 
Joseph R. Blunt, Portland, Ore., 
for the past quarter of a century 
closely identified with the lumber 


J. R. Blunt 


industry in Oregon and Washing- 
ton, has just been named manager 
of the Washington D.C. office of 





SAW MILLS 


Sturdy and dependable. Fast, accurate saw- 


ing assured. 


MOISTURE-RESISTANT 
DOUGLAS. FIR 


A Name That 
Stands for Quality 


in Plywood 


Soundbilt, as. the 
name implies, is a 
w e1]1- manufactured, 
quality-produced ply- 








Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 
aN ears’ experience in building Saw 
ills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT. 


wood. It comes from 
fine, old-growth logs. 
It is made in a mod- 
ern plant. Soundbilt 
is a name you'll be 
hearing more about 
as-things get back to 
normal—so that more 
Soundbilt can be 
made available. 


PLYWOOD 





230 EAST f STREET . TACOMA 2. WASHINGTON 
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Knudson & Mercer Lumber Co. 


Purveyors fo 
Accredited Retail Lumber Dealers 
for 51 years 
LUMBER FROM SOUTH, WEST, NORTH 
Sash & Doors, Wallboards and Most 
Standard Specialties 


28 E. Jackson Bivd., Chicago 4, Ill. 














SULLIVAN LUMBER CO. 


PORTLAND, OREGON 


TIMBERS é j R FACTORY 
YARD STOCK CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 


Established 1912 








Leose Leaf 


TALLY BOOKS 


Tally Sheets with 
Waterproof Lines — 


Send for Catalog of 
Lumber Yard Supplies 


Frank R. Buck & Co 
2133 Touhy Ave., Chicago 45, tl.. 

















Manufacturers 
PINE & POPLAR et 


Members 
Ss. P. 1. B. 


LA GRANGE, GA. 
Gillies Bros. & Co. Ltd. 


" BRARSIDE, ONTARIO, CANADA 
Genine WHITE PINE Pha 
Air-Seasoned ® Water-Cured 


For 104 years, 1842-1946. Capacity 30 million ft. 
annually, 
Members N. W. L. D. Assn. 
DRY STOCK—ROUGH or DRESSED. Prompt Shipment 


«> 








Since 1922 
THE DAD & LAD & 
MANUFACTURERS 


Asphalt and Asbestos Roofing 
Cements, Paints and Compounds 


Factory and Executive Offices 
NEW LENOX, ILLINOIS 











WHITE PINE Idabo--Ponderosa— 
California White 
Also and Sugar Pine 


Fir Wallboard $7273, products 
William Schuette Company 


New York 
Office—41 East 42d St. 








PITTSBURGH, PA. 








WANTED 


Cherry & Birch squares 2!/." x 2//"' x 20" (or 
multiples) 

Also Cherry lumber 4/4 to 8/4 inclusive 

Ash, Birch & H. Maple 4/4 to 16/4 inclusive 

S. Maple, Birch & Poplar 4/4 

Basswood 5/4 s 


WARREN ROSS LUMBER CO. - 
Falconer, N. Y. 
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the West Coast Lumbermen’s As- 
sociation, according to H. V. Simp- 
son, executive vice president. 
For the past 26 years Blunt has 
held various posts with the asso- 
ciation, specializing for a time in 
shingles and cedar lumber, and in 
late years working in trade pro- 
motion and trade extension. 


Nathaniel Dyke Jr. Named to 
Wage Stabilization Committee 

Nathaniel Dyke Jr., Arkansas 
lumberman and member of the Ad- 
visory Committee of the Office of 
War Mobilization, has been named 
a member of a sub-committee to 
examine the entire wage stabiliza- 
tion policy of the government. 

Mr. Dyke is partner in Dyke 
Brothers, Fort Smith, Ark., whole- 
salers and manufacturers of build- 
ing materials. 






































MISS K. V. LYONS, after 40 years of service 
with the National Hardwood Lumber Asso- 
ciation, Chicago, is retiring. She began 
working with the association in 1906 and in 
1910 was appointed assistant secretary, a 
position which she has held since that time. 








San Francisco Lumbermens 
Club Elects New Officers 

New officers for the San Fran- 
cisco Lumbermens club were elect- 
ed Sept. 24. 

They are Herbert M. Schaur Jr., 
South City Lumber and Supply 
company, president; Dick Mussal- 
lem, Dickinsons Lumber company, 
vice president; Paul Overend, Cali- 
fornia Redwood association, secre- 
tary-treasurer; Fred J. Ziese, 
Gamerston and Green Lumber com- 
pany, sergeant-at-arms; and Alfred 
Bell Jr., Hammond Lumber com- 
pany; Jim Gartin Jr:, Christenson 
Lumber company; Wayne I. Raw- 
lings, Harbor Plywood company; 
Carl A. Warden, Warden brothers, 
and Dave Davis, Union Lumber 


‘company, directors. 











NEW HOUSING REGULA- 

TIONS REQUIRE COMPLETE 

BLUE PRINTS FOR G. I. 
PRIORITIES 





PER N. H. A. REGULATION 
80-3 
JUNE 10, 1946 





PLANS REDRAWN 
TO SUIT NEW 
REGULATIONS 

SECURE BETTER LOANS 


WRITE 


Lumberman’s Plan Service 
120 MACHIN STREET 








SUGAR & WESTERN 
PINE AGENCY 


S LU GA R Pattern Lumber : 
Selects and : 
PINE 


Shop 


California Ponderosa Pine } 
1 Mouldings and Cut Stock | 


»s Jugar é pe 5] st 4 Years ' 

























It’s Quicker to Repair Saws 
Than to Get New Ones 


We can cut your old saw down, 
if not burned, or cracked in the 
center, and insert one of Simonds 
four popular styles—2!/, or 3 or 
B or F. Saw will be like new 
when we return it. 

It takes 6 to 8 weeks to get a saw 
cut down just now, but it takes 6 
to 8 months to get a new one. 
All kinds of circular saw repair- 
ing. 


J. H. Miner Saw Mfg. Co. 
Meridian, Mississippi 
Incorporated in 1912. 


The Original Miner Service 
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Charles Ahern, American 
Sash & Door Officer, Dies 
Charles F. Ahern, 57, vice presi- 
dent of the American Sash and 
Door company, Kansas City, Mo., 
died Sept. 20. He had lived in Kan- 
sas City since he was young and 
for 40 years had been connected 
with this company. For the past 
several years he had been vice pres- 
ident and buyer. 


J. N. Powers, Ohio 
Lumber Dealer, Dies 

John N. Powers, 69, of the Pow- 
ers Lumber company, Cincinnati, 
died Sept. 24. Mr. Powers was a 
lumber dealer in Cincinnati for 
more than 30 years. 


Mrs. Rasmus Hanson, Widow 
of Michigan Lumberman, Dies 
Mrs. Rasmus Hanson, 101, widow 
of Rasmus Hanson, co-founder of 
the firm of Salling, Hanson & Com- 
pany, Grayling, Mich., died Sept. 17. 
Mrs. Hanson was born in Denmark, 
coming to the United States around 
1865. In 1878 Mr. Hanson estab- 


lished the firm of Salling, Hanson 
& company with Ernest M. Salling 
and Nels Michelson in Grayling. 
Mr. Hanson died in 1927. 


W. B. Chapman, President 
of Chapman & Dewey, Dies 

William Burr Chapman, 56, presi- 
dent of the Chapman & Dewey 
Lumber company, Memphis, and 
one of the South’s most prominent 
lumbermen, died Oct. 14. 

Mr. Chapman entered the busi- 
ness, founded by his father in 1886, 
after graduation from college in 
1912. In 1923 the home offices were 
moved from Kansas City to Mem- 
phis. Fifteen years ago Mr. Chap- 
man became president of the com- 
pany. For 11 years he has been 
president of the Chapman & Dewey 
Farms company. 


de Lancey Kountze, Officer 
of Devoe & Raynolds, Dies 

de Lancey Kountze, 68, chairman 
of the board of Devoe & Raynolds 
company Inc., New York, died Oct. 
2. 

Mr. Kountze joined Devoe & 
Raynolds in 1924 and he soon be- 


elected chairman of the board, suc- 
ceeding Dr. I. W. Drummond. 

He was one of the original 20 
founders of the American Legion 
and was awarded the French Chey- 
alier of the Legion of Honor deco- 
ration and the Belgian decoration 
of Office of the Legion of Leopold I. 








N. A. AIMER, sales manager of the Chicago 
district, was recently honored at a dinner 
held by Flintkote executives on completion of 








Street, Chicago 2, Illinois. 





MILLWORK MANUFACTURERS 


The manufacturer of a completely new type 
wood window is unable to meet the national 
demand and is willing to license volume manu- 
facturing to reliable sash or millworking firms 
on an exclusive territory basis. Hardware is 
available in quantity. Address reply to Box 
D-40, American Lumberman, 139 North Clark 
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Tennessee and Arkansas 


Red Cedar Posts and Tapers 


also 


Southern Yellow Pine Boards & Dimension 


BATON ROUGE, LA. 














came a director of the firm and his twenty-five years of service with the com- .3.@ 
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AUTOMATIC DIAMOND POINT DRIVERS prior 
-— Glaze with one hand. Efficient from 1891, 
fa » EVERY position and angle. Securely holds clips of 100 
i \ DIAMOND POINTS which won't bend or corrode and drive Grahea 
) into hardest wood e Red Devil Diamond Points %" and ‘4’ are Wisco 
RAK y/ available in boxes of fifty sticks of 100 each (5,000 points). 
—“——« RED DEVIL TOOLS. Irvington 11,N.J.,U.S.A. mH 
: - um 
Glaziers and Painters Tools and Machines Since 1872 Sept ™ 
ee the lu 
P VEN! | fs 
ROFITS ron HEAVEN! | J = 
There’s a SILVER lining in every rain cloud—for 7 
dealers who feature RANETITE WATERPROOFING homp 
COMPOUNDS. And there’s a_ highly-profitable 3 
Ranetite Compound for every waterproofing need— Natior 
from waterproofing homes and buildings to water- Att 
proofing clothing. Get Profits from en 
Heaven—by stocking and _ featuring Th 
Ranetite Products. Write for FREE, e 
color-illustrated Literature and Liberal sale L, 
Dealer Discounts! 54th 
a 
RANETITE MANUFACTURING CO. ton. D 
General Offices and Factory Se Se » 
1917 South Broadway, St. Louis 4, Mo. PREY The 
Branches: Chicago, Minneapolis, New York ; lee 
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WATERPROOFING Mich. - 
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"Over-the-Fence" Is New 
Pre-Fabers' House Organ 

Over the Fence is the name of a 
newsletter which is a weekly pub- 
lication being sent to employees 
and friends of the Fence Company 
of America. Each issue of the 
house organ contains some timely 
merchandising and advertising tips, 
news briefs, and a few lines of 
humor. 























T. S. ROGERS was elected president of the 
Producers’ Council at its meeting in New 
York, Sept. 25 and 26. Mr. Rogers is techni- 
cal director of the Owens-Corning Fiberglas 
corporation, Toledo. 








Emil Sundbery, Louisiana 
Lumber Company Owner, Dies 

Emil Sundbery, 77, owner of the 
Napoleon Cypress company, Napol- 
leonville, La., died Sept. 24. A na- 
tive of Taernsjoe, Sweden, Mr. 
Sundbery came to the United States 
in 1879 and learned the lumber 
business in Michigan and Wisconsin 
prior to coming to Louisiana in 
1891, 


Graham Thompson, Mercer, 
Wisconsin Lumberman, Dies 
Graham B. Thompson, 71, retired 
lumberman, Mercer, Wis., died 
Sept. 1, at his home. He entered 
the lumber business: in northern 
Wisconsin at the close of the Span- 
ish American war, and in 1926 be- 
came owner and operator of the 
Thompson Lumber company. 


National-American Wholesalers 
Attend 54th Annual Meeting 

The National - American Whole- 
Sale Lumber Association held. its 
54th annual meeting in Washing- 
ton, D. C., Oct. 7. 

The following officers were re- 
elected for the coming year: presi- 
dent—T. W. Hager, T. W. Hager 
Lumber company, Grand Rapids, 
Mich.; first vice president—W. T. 
Turner, Palmetto Lumber Sales 
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company Inc., Spartanburg, S. C.; 
treasurer — William Schuette Jr., 
William Schuette company, New 
York, and secretary-directing man- 
ager—Sid L. Darling, New York. 
E. W. Conklin, Mixer & company, 
Buffalo, was elected second vice 
president. 

Directors elected for a three year 
term are H. F. Beal, Beal Lumber 
company, Jacksonville, Fla.; T. Noel 
Butler, Wistar, Underhill & com- 
pany, Philadelphia; Max J. Fel- 
lows, Fellows Sales company, 
Omaha; John O. Gronen, C. O. 
Gronen Lumber company Ince., 
Waterloo, Iowa; G. M. Harring- 
ton, MacDonald & Harrington Ltd., 
San Francisco; R. T. Jones Jr., 
R. T- Jones Lumber company Inc., 
North Tonawanda, N. Y.; Paul B. 
Kern, Paul B. Kern Lumber com- 
pany, Washington, D. C.; C. W. 
Matheus,, Matheus Lumber com- 
pany, Seattle; D. R. Meredith, D. 
R. Meredith Lumber Inc., New 
York; Otis N. Shepard, Shepard & 
Morse Lumber company, New 
York; Dale L. Smith, T. H. Smith 
& company, Salt Lake City; W. H. 
Sturdivant, W. H. Sturdivant Lum- 
ber company, Toledo, and C. A. 
Weiss, Pine Lumber company, 
Spokane. 

L. J. Fitzpatrick, J. J. Fitzpatrick 


~Lumber company, Madison, Wis., 


was elected director for a two-year 
term; H. B. Cooper, Cooper Lumber 
company, Portland, Ore., and D. A. 
Weidler, Weidler Lumber company, 
Chicago were elected directors for 
a one-year term. 

Other business of the meeting in- 
cluded membership and financial re- 
ports, adoption of a resolution fa- 
voring immediate decontrol of the 
lumber industry, and the announce- 
ment that the 55th annual meeting 
will be held in’ Chicago, April 29 
& 30, 1947. 


Lumbermen's Golf Association 
of Memphis Names Officers 


Following the 28th annual tour- 
nament and banquet, the following 
men were named officers of the 
Lumbermen’s Golf Association of 
Memphis, Sept. 24. They are Harry 
Wellford, president; Harry Darnell, 
first vice president; Sam Carey, sec- 
retary; Evan Fellman, Frank G. 
Smith, Harry Schadt, E. C. Black- 
stone and Howard Landree, board 
of directors. 


Appointments and Promotions 

J. W. Armour, former works 
manager of the company’s Spring- 
field, Ohio, motor truck plant, has 
been appointed assistant manager 
of International Harvester com- 


< 
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Your jobber 

can give im- 
mediate deliv- 
ery on Durham’s 
Rock-Hard Water Putty. 
Packed twelve 1-lb. cans 
or four 4-lb. cans to case. 


large industrial users. 
























(HERE'S WHAT \ 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
blaster. This plastic 
repair material comes 
in powder torm...just 
mix with water and 
use. Will not shrink. 
Sticks and stays put. 


PUTTY 


WILL NOT SHRINK 


7 etn asl 
STICKS AND STAYS pyr 
a 





















Also available in 25, 50 DURHAM 
and 100-lb. drums for Me ned 





The PLASTIC Repair Material 
in POWDER Form 





PAUL B. BERRY 


Wholesale ~- Commission 


Grand Rapids 6, Michigan 


If you can furnish any of the following 
(or anything else) write or wire me. 


1 or more cars softwood boards 
and dimension KD or AD, ma- 
chined; also panels, shorts, cut- 
offs. 1 or more cars 5/8” and thick- 
er hardwoods, mostly 4/4” & 5/4” 
KD or AD. Send me your stock 
and price lists. 














Low Cost 
Toxic-Water Repellent 
Preservatives 


Chlorinated Phenol Toxic Base. 

Positive protection against Rot, Fungi, - 
Termites, Excess Moisture, etc. : 

Formulations to meet all official specifica- 





tions. 
A profitable retail item for Lumber Yards. 


Write for technical data, tests, samples, etc. 


CRE-0-TOX CHEMICAL CO. 


MEMPHIS, TENN. 





Managers Save Time 


Organize desk work for ef- 
ficiency with this finger-tip 
control managerial file. Don't 
lose important papers. Keep 
them double-locked in this 
handy desk-side unit. Well- 
constructed, on rubber castors. 
Drawer ball-bearing. Send 
for folder. 








Northwest Metal Prods. Co. 
1387 E. Mason, Green Bay, Wis. 








Statement of the ownership, man- 
agement, circulation, etc., required by 
the Acts of Congress of August 24, 
1912, and of March 3, 1933, of 
AMERICAN LUMBERMAN, published 
every other week at Chicago, Ill., for 
October 1, 1946. 


STaTE OF ILLINOIS, \ 
County or Cook, {5 


Before me, a Notary Public in and for 
the State and county aforesaid, personally 
appeared Herbert A. Vance, who, having 
been duly sworn according to law, deposes 
and says that he is the publisher of 
AMERICAN LUMBERMAN, and that the fol- 
lowing is, to the best of his knowledge 
and belief, a true statement of the owner- 
ship, management (and if a daily paper, 
the circulation), etc., of the aforesaid pub- 
lication for the date shown in the above 
caption, required by the Act of August 24, 
1912, as amended by the Act of March 3, 
1933, embodied in section 537, Postal 
Laws and Regulations, printed on the re- 
verse of this form, to-wit: 


1. That the names and addresses of the 
publisher, editor, managing editor, and 
business manager are: 

Publisher, Herbert A. Vance, Evanston, 
Illinois. 


Editor, Arthur A. Hood, Chicago, Illi- 
nois. 


Managing Editor, William S. Milburn, 
Evanston, Illinois. 


Business Manager, William E. Vance, 
Evanston, Illinois. 


2. That the owner is: (If owned by a 
Corporation, its name and address must 
be stated and also immediately there- 
under the names and addresses of stock- 
holders owning or holding one percent or 
more of total amount of stock. If not 
owned by a corporation, the names and 
addresses of the individual owners must 
be given. If owned by a firm, company 
or other unincorporated concern, its name 
and address, as well as those of each in- 
dividual member, must be given). 


AMERICAN LUMBERMAN, INc. (a cor- 
poration), 139 N. Clark St., Chicago, Il. 
—Owned by: 


Vance Publishing Corp. (a corporation), 
139 Clark St., Chicago, Ill. Whose 
stockholders are: 


Jane Vance—Tenafly, New Jersey. 


A. E. Monetti—Rachel Sheldon, 20 Ex- 
change Place, New York, N. Y. 


William E. Vance, 736 Forrest Ave., 
Evanston, Illinois. 


H. A. Vance—Dorothy J. Vance—1134 
Michigan Ave., Evanston, Illinois. 


3. That the known bondholders, mort- 
gagees, and other security holders ownin 
or holding 1 percent or more of tota 
amount of bonds, mortgages or other secu- 
+ en are: (If there are none so state.) 

one. 


4. That the two paragraphs next above, 
giving the names of the owners, stock- 
holders, and security holders, if any, con- 
tain not only the list of stockholders and 
security holders as they appear upon the 

ks of the company, but also, in cases 
where the stockholder or security holder 
appears upon the books of the company as 
trustee or in any other fiduciary relation, 
the name of the person or corporation for 
whom such trustee is acting, is given; 
also that the said two paragraphs contain 
statements embracing affiant’s full knowl- 
edge and belief as to the circumstances 
and conditions under which stockholders 
and security holders who do not appear 
upon the books of the company as trus- 
tees, hold stock and securities in a ca- 
pacity other than that of a bona fide 
owner; and this affiant has no reason to 
believe. that any other person, association, 
or corporation, has any interest direct or 
indirect in the said stock, bonds, or other 
securities than as so stated by him. 


5. That the average number of copies of 
each issue of this publication sold or dis- 
tributed, through the mails or otherwise, 
to paid subscribers during the twelve 
months preceding the date shown above 
s (This information is re- 
quired from daily publications only.) 


; 


HERBERT A. VANCE, 
Publisher. 


Sworn to and subscribed before me this 
24th day of September, 1946. 


ELoIsE M. Kugn, 
(Seal.) Notary Public. 
(My commission expires Nov, 28, 1949.) 
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pany’s manufacturing research de- 
partment. 


FRANK M. RoBERTs has_ been 
named president of General Houses 
Inc., Chicago, and EDGAR R. BOONE 
has been named vice president in 


* 
é 
¥ 


Frank M. Roberts 


charge of finance. Mr. Roberts was 
formerly general manager of the 
E. F. Hodgson company, and was 
the first president of the Prefabri- 
cated Home Manufacturers associ- 
ation. Mr. Boone has been associ- 
ated with the company for several 
months as assistant treasurer. 


T. J. FLYNN has resumed his du- 
ties at the southeastern sales office 
of the American Lumber and Treat- 
ing company, Jacksonville, Fla., 
after 48 months of military service. 


CARL L. Burrows, for the past 
seven years manager of the Cole- 
man company Inc. of Pa., Phila- 
delphia, has been named secretary 
of the parent company at Wichita, 
Kans., and manager of the central 
division. C. B. KUHN has been ap- 
pointed treasurer of the company 
succeeding the late Royal R. Ster- 
ling who died Sept. 8. 


GEORGE R. KENDRICK, formerly 
in the San Francisco offices of Pope 
& Talbot Inc., has been appointed 
sales manager of the lumber divi- 
sion in Portland, Ore., replacing 
EDWARD R. WADE who has retired. 


LEWIS H. BROWN, president, 
Johns- Manville corporation has 
been elected chairman of the board 
of the directors and chief executive 
officer of the company. R. W. L&a, 
executive vice president, was elected 
president. 





ADVERTISING 


PAYABLE IN ADVANCE 


8c per word for one insertion. 

7c per word, per insertion, for 2 consecutive 
ertions. 

6c per word, per insertion, for 3 to 5 consecu- 

tive insertions. 

MINIMUM CHARGE §1.60. 

Attractive discounts for 6, 13 or 26 consecu- 

tive insertions. 

When answering “blind” advertisements ad- 

dress number shown care of" 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Illinois 


HELP WANTED 


Lumber salesmen familiar with the lumber 
dealers to set up jobbers in protected terri- 
tories for the improved “‘Better-Bilt’’ Stoker. 
Write in first letter territories desired and 
lines you are now carrying. Address C-6l, 
American Lumberman. 

















Wanted a man near Rockford, Illinois, to fig- 
ure O.P.A. prices in lumber, building materi- 
als, millwork and etc. A part time job as we 
are a small company. Address C-55, Amer- 
ican Lumberman. 





Stenographer wanted: Experienced, accurate, 
rapid, prefer middle aged woman, one with 
lumber experience. Warren Ross Lumber Co., 
Falconer, N. 


Hardwood inspector, road and yard, refer- 
ences. Pennsylvania Lumber & Post Co., Inc., 
Hyndman, Penna. 


SECRETARY for retail association in large 
city—wonderful opportunity for right man— 
write us giving references, experience and 
age. Address D-46, American Lumberman. 


_. MILLWORK SUPERINTENDENT 
Florida Millwork Plant wants to employ a 
man thoroughly experienced as Superintend- 
ent, Estimator, Detailer and Biller. Give brief 
history of experience and references. Address 
D-56,. American Lumberman. 


MANAGER WANTED 


Retail Yard owned by Manufacturer of Hard- 
wood and Cypress Lumber—excellent oppor- 
tunity—state age. experience and reference in 
first letter. ANDERSON LUMBER 
COMPANY, INC., RETAIL DEPT., NEW MA- 
DRID, MISSOURI. 

















— 


BAND SAW - ANVIL MAN 


or 
Stretcher Roll Oper. 


Excellent opportunity for right man. Steady 
work, Boston suburb. Write, stating age, ex- 
perience and expected salary. 

P. O. BOX 1071 

BOSTON, MASS. 





EXCELLENT OPPORTUNITY IN 
SOUTHERN CALIFORNIA 


Old established hardwood and softwood dis- 
tribution yard needs well qualified hardwood 
superintendent to take complete charge 
hardwood rue operations. Must have ex- 
perience all species Southern, Northern and 
all other hardwoods. Must have complete 
well established experience of fast modem 
methods and be able to apply them. Annual 
ana er Rs tee ge ra gg Pe 

cellent opportunity for right man. ress 
D-22, pal 5m Lumberman. 





BAND SAW FILER 
Cc le of taking full charge Chicago planing 
. Address D-57, American Lumberman. 


October 26, 1946, AMERICAN LUMBERMAN & 
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~~ SITUATIONS WANTED 


— 


MILLWORK SUPERINTENDENT AND DRAFTS- 
MAN. Years of experience high class de- 
tailed millwork. Good producer. A-1 Refer- 
ence. Address B-40, American Lumberman. 


EXPERIENCED LUMBERMAN: Former partner 
in successful retail yard desires — as 
manager or assistant. Twenty-five years 
owner experience in selling, buying, estimat- 
ing, accounting, collections, specializing in 
lumber and millwork. Address C-51, American 
Lumberman. 














Retail Lumberman—Would like job as man- 
ager or assistant manager of a good reliable 
firm. Married. Now employed. cellent ref- 
erences. Address D-28, American Lumberman. 





Experienced Lumberman; 15 years experience 
sorely a retail lumber yard. Age 40, with 
family. pang. spnectenty for advancement. 
Address D-55, erican Lumberman. 


Position as buyer of Southern Hardwood. Con- 
sumer preferred. Now stationed and living in 
leading Southern Hardwood market. Have 
twenty-five years experience, inspecting, buy- 
ing. Am wal acquainted with Hardwood Pro- 
ducers of the South. Will furnish references 
as to ability. integrity and dependability. 
Address D-41, American Lumberman. 


Manager available about January Ist. Out- 
standing record in successful management 
of large yards. Best of references. Prefer 
location in - of 50,000 or larger. Minimum 
salary considered $5,000. ddress D-42, 
American Lumberman. 











Lumber Buyer wishes to establish connec- 

tions with Eastern or Mid-western firms as 

——- agent in Seattle. Address D-44, 
erican Lumberman. 





Man, 53, college education, 30 years’ experi- 
ence in the lumber retail and millwork busi- 
ness. Know hardware, paint, building ex- 
perience. Understand mullwork production, 
stock and detail. Have managed large yards. 
Know the business and not afraid of hard 
work and long hours. Could invest up to 
$10,000. Want connection with progressive 
concern. Address D-49, American Lumberman. 


LUMBER & MILLWORK man experienced in 
yard management, Sales estimating, detailing 
and construction, open for position of re- 
sponsibility with progressive retail concern. 
Address D-50, American Lumberman. 


LUMBER & DIMENSION WANTED 


Cash on delivery for 250,000 feet, less or more 
of merchantable lumber delivered St. Helena, 
California. St. Helena Bldrs. Supply, St. 
Helena, Calif. 




















HARDWOOD SHORTS 


Wanted steady source of supply large .quan- 
tities 114," or 5 FY x l/2"" to 2° wide and 4” 
to 8° long worked to simple pattern. Reply 


with details Box D-29, American Lumberman. 


LUMBER WANTED—Direct from saw mills. 
Cut or random sizes for prefabricated hous- 
ing. Will pay cash for any amount for im- 
mediate and future delivery to Philadelphia, 
Pa, Can use 100,000 ft. daily. Contract for 
your entire output. Write Century Prefabricat- 
ing Corp., Box 43, Haddon Heights, N. J. 


LIKE DIOGENES AND HIS LANTERN, we are 
looking for honorable suppliers. Our old 
and trusted sources are war casualties. We 
are planning to be in business for the next 50 
years and plan to do business with houses 
which operate as though they had similar 
pens. e need softwood dimensions and 
oards, S4S and matched, dry, wood shin- 
les and hardwood flooring. Shysters and 
y-by-nights, save your postage. L. E. Rit- 
ter Lumber Co., Belvidere, N. J 


Retail yard established 25 years would like 
Southem Pine, Western, Sugar and White 
Pine, Hemlock, Fir and Larch, and Idaho 
te Pine, 4/4 and 8/4 and heavier, green 
or dry, rough or dressed, small or large mill 
Stock. Write Box 662, Saginaw, Michigan. 
WANTED TO BUY 
SQUARES—K.D. Clears—Pine and Spruce. 
CHORTS — K.D. Clears — Pine, Fir, Spruce, 
tT. 


odd STOCK—Dry Clears—Pine, Fire, Spruce, 
edar, : 


CORE STOCK—Pine, Spruce, Cedar. 
DOWELS—Hardwood oa Softwood. 
GLUED-UP—Shorts—Pine, Fir, Spruce. 
STAINED SHOP—Pine. z 
Carload or LCL—Will furnish cutting orders to 


t. ROLLIN S. CROW, 20 N. Wacker Drive, 
Chicago 6, Ill. 




















LUMBER & DIMENSION WANTED 





USED MACHINERY WANTED 








WANTED 


1. Several million hardwood cubes, 1-9/32” 
and 13,4” sizes, dry. clear, D4S. 


2. Several carloads .4/4, K.D. White Pine 
shorts, D2S, bundled to size. 


3. Several carloads hard and softwood mould- 
ings and squares, K.D. cut to short sizes. 


4. Several million feet 9/32". or 5/16’ K.D., 
clear, Western Pine, D1 or 2S, cut to i 
tied short widths and lengths or RW&L. 

Address C-59, American Lumberman. 





WANTED: Straight or mixed cars yard stock, 
dimensien, boards, flooring, siding. plywood. 
Raten Builders Supply. Raton, New Mexico. 





WANTED: SITKA SPRUCE 
6/4", 7/4", 8/4" or what can you furnish. 
G. H. Bingham Dunmore 9, Pa. 





Urgently need Plywood %ths or 1/2’’ 3-3 Grade 
to cut 15 x 15’ any quantity or carload pur- 
chase. Will pay cash. 
Bridgewater, Mass. 


Box Holzworth, 





10 cars a month of 6’, 7’ or 8’ naw or used 
hardwood stacking sticks. E. J. Gaiennie, 
Shreveport, La. 





LUMBER WANTED 
4/4 x Zp, 3, B~—9, 12, 15, 18, 27, 36, 45, 54, 
63, 72 and up to 12’ Plain Red or White Oak. 
AD. Clear 1 Face. 
4/4, 5/4 & 8/4 No. 1 Common & Btr. Sap, 
Black or Tupelo Gum. 
4/4, 5/4 & 8/4 No. 1 Common & Btr. Red or 
White Oak. 
3 x 4 and wider No. 2 Common & Btr. SLYP 
or LLYP. 
8 x 8 and up No. 2 Common & Bitr. SLYP or 
LLYP 


a k, and up No. 2 Common & Btr. SLYP or 
Hickory Picker Sticks. 
Hickory, Walnut & Cotton wood logs. 
“8/4 No. 1 Common & Better Hickory. 
12/4 No. 1 Common & Better Hickory. 
ERNST SEIDELMANN CORP. 
Woolworth Building, New York 7, N. Y. 


CASH FOR FUTURE DELIVERIES 


Ample funds for reliable source of pine 
(& others) who are planning to increase out- 
put. Address D-53, erican Lumberman. 


TIMBER & TIMBER LAND 
WANTED 


PULPWOODS 


Will purchase or finance operation. Give full 
description. Address D-52, American Lumber- 
man. 


USED MACHINERY WANTED 





























WANTED 


Band Resaws — Chain Feed Straight 
Line Gang and Rip Saws — Planers 
Matchers — Molders — and ail other 
kinds of woodworking machinery. 


Keystone Machinery Company 
324— 4th Ave., Pittsburgh, Pa. 


1 


Wanted—12” Sticker, good running condition. 
Deal with owner. No agents. Geo. H. Mose- 
bach, Rt. 1, Box 485, St. Helena, California. 








URGENTLY NEEDED 
l—only 15,000 Ib. Gerlinger, Ross or Hyster 
Lift Truck. 
l—only Baht weight warehouse Lift Truck. 
l—only h.p. 440 V—60 cycle 3 phase hand 
compensator. 
l—only 25 h.p. Motor, 440 Volt, 900 to 1800 
RPM with compensator. 
l—only 150 h.p. Motor, 440 Volt. 60 cycle— 
900 to 1800 RPM with compensator. 
Corrugated Roofing. 
16 or 18 Gauge sheet steel. 
a Heavy Duty Motorized Profiler—Yates 
—Woods or American e. 
4—Geared Motors. Can adopt various ratios, 
Tiller Mill and Lumber Co. 
Box 1268, Medford, Oregon 


Buitpinc Propucts MERCHANDISER, October 26, 1946 











Will trade stock sash, doors, general millwork 
and building materials for self-feed ri ° 
9-foot equalizer, 48°" double deck er or 
other sash and door machines. Write Box No. 
C-60, American Lumberman. 


Wanted: One Sander for sanding Broom 
Handles. M. C. Rumley, P. O. Box 296, Tusca- 
loosa, Ala. 








RESAW WANTED 
Detroit, Michigan, box factory wants a good 
used band resaw. Address D-23. American 
Lumberman. .- 





Want to buy a 6” belt sander: a small chain 
mortise machine; and a small tennon machine. 
Please state price and full details. NATIONAL 
LUMBER CO., 300 Chestnut St., St. Paul 2, 





WANTED: Good used saw grinder and saw 
Stretcher with movable rolls that will take 
care of up to 10’ saws. No machinery that 
has been through a fire wanted. Contact 
Stantonsburg Lumber Company, Stantonsburg, 
N. C., advising what you have and price. 





1 Vertical resaw. of class similar to Yates 
V 54-A-54 and one lath mill. Albuquerque 
Lumber Company, 424 N. Second St., Al- 
buquerque, 

"MACHINERY WANTED 

Saw mill hog. Either a Mitts & Merrill 
number 5A or equivalent. Advise age. con- 
dition, location and price. Baker Wood Pre- 
serving Company. McArthur, Ohio. 


WANTED TO BUY 
MISCELLANEOUS 


RAILS WANTED 


Any weight—Any tonnage 
THE we H. DYER co. 
Railway Exchange Bldg., St. Louis 1, Mo. 

















RAILS: ANY SIZE OR QUANTITY 


Particularly 20 lb. 25 lb. 30 Ib. 35 lb. & 40 Ib. 
Secure our pote before selling. 
MIDWEST STEEL gat 
Charleston, W. Va. 





10 cars month 6’, 7’ or 8’ new or used hard- 
wood rate sticks. E. J. Gaiennie, Shreve- 
port, La. 





WANTED FOR CASH 


Substantial Steady Supply of Building Mate- 
rial in carload lots: Plywood, Celetex, Plaster 
Board, Masonite, Lumber, Stucco Wire, Fenc- 
ing Wire. Nails, Pi Hoilets, Windows, 
Doors, etc. Jim’s Lumber & Box Co., 1246 
Firestone Blvd., Los Angeles: 1, Calif. Phone: 
KI- 


e é ' 








BUSINESS OPPORTUNITIES 


————————_———— 


INVESTMENT OPPORTUNITY 


To separate estates, and account tax sta:us 
of owners would sell very sound, profitable, 
Three Band Saw Mill operation, with about 
23,000 Acres timberland and standing Jer, 
together with over 6,000,000 feet manufactured 
Lumber. Some of the finest RED CYPRESS in 
United States. is one of the best op«r- 
ations in Southeast—advantageously located 
—now in operation. Address X-49 Americun 
Lumberman. 











sticks. 


Make money making Ixl—6’ stackin 
ciennie, 


Need 10 cars a month. Write E. J. 
Shreveport, La. 


LUMBER MANUFACTURERS Needing Finances. 
Write us, our client will finance any sound 
lumber operation, for output. J. T. Hadly, 
1001 Evans Way, Baltimore 5, Md. 


FOR SALE 


Profitable Lumber Busi Real Estate and 
Yards in Green Bay and near towns. Yards 
fully equippe . Sell all or part. Write at 
once to C. C. Houston, Secy., 1102 S. Mon- 
roe, Green Bay, Wisconsin. 


Modern Manufacturer’s Facilities Needed. 
Have large orders to place nl Television 
Cabinets, Furniture, Spe ~<a Require 
Production plants able to dle complete 
contracts. an assist in furnishing materials, 
or helping out on any requirements. Please 
reply at once. OCIATES, 192 
— Avenue, New York, N. Y. MU 
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BUSINESS OPPORTUNITIES 








Profit Sharing E 

Lifetime experience on custom planing mill- 
work. From dry kiln to finished product 
Would like partnership with some one who 
has selling ability. is can be with retail 
ard, contractor or one who can find outlet 
or articles manufactured. Returned war vet- 
eran who has ideas and was mill superin- 
tendent for years. Have some capital to 
invest. Address Box No. D-48, American 
Lumberman. 








Will represent lumber mills and producers 
of building materials in northeastern states. 
Commission basis. Address D-47, American 
Lumberman. 


MILL CONNECTION WANTED 
Dependable mill distributor will advance $5 
to $20,000 to mill cutting yellow pine & hard- 
wood. Can place orders for 20 million feet 
for monthly shipments. OPA price allowing 
usual commission. Address D-45, American 
Lumberman. 








TIMBER & TIMBER LAND | 
FOR SALE 








TIMBER AND TIMBER LAND 
FOR SALE 


For sale 40 M sawmill and complete planing 
mill reasonable, with 100 million White 
Spruce timber available $2.50 M. Good oper- 
ating conditions, labor plentiful and reason: 
able. No unions. Requires $50,000.00 or more 
capital. Address A-40, American Lumberman. 


5909 Acres New Hampshire, 24,974,000 feet 12 
inch and over Dia. Spruce, Hardwood, Fir 
and Hemlock. Close to highway, RR. a live 
town with paper mills requiring spruce tim- 
ber. Price $100,000. WILLIS E. WATERMAN, 
465 Potomac Ave., Buffalo, New York. 








FOR SALE 


Two and half million feet sea- 
soned lumber ready for ship- 
ment. Also seven foot band 
mill and planer in full opera- 
tion. Thirty million feet stand- 
ing timber goes with above. 
Located in Northwest. Write 
Box No. 997, Minneapolis, Min- 


nesota. 





TIMBER & TIMBER LAND 
FOR SALE 








LUMBER LUMBER 


ONE OF THE BEST 
TIMBER AND LUMBER 
PROPERTIES EVER OFFERED 


Consisting of hardwood and soft- 
wood, 200,000,000 feet comprising 
19,000 acres. Reliable contractor 
will furnish satisfactory bond to 
guarantee to cut this lumber. Can 
be shipped by railroad or steamer. 
Property located within 15 hours of 
New York. This property will re- 
quire $1,000,000. $500,000 immediate 
cash. Will only deal with principals. 


ACT QUICKLY 
PHONE—WIRE—WRITE 


FRANK O. GARSON 
80 Broad Street 
New York 
BOwling Green 9-6630 








LUMBER & DIMENSION 
FOR SALE 








Can supply cut stock, Pine & Aspen, also 
fabricate. Price quoted upon receipt of speci- 
fications. Address C-54, American Lumber- 
man. 





DEPENDABLE VOLUME SUPPLY 
Pine & hardwoods in dimensions desired; 
$25,000 needed. secured and repaid in lum- 
ber. high grade references. Address D-54, 
American Lumberman. 





Northwestern alder and maple eight foot lum- 
ber, three inch, widths 4/12’; Douglas fir 
eight foot. Fir and cedar poles. Address 
D-51, American Lumberman. 





EASTERN CANADIAN 


Spruce, Jack Pine, White Pine, Poplar, Ex- 
port permits available. Alex Brunn, 4555 
Sherbrooke St. West, Montreal 6, Que. 





FOR SALE 

From Poplar Bluff, Mo., Mo. Pac. R.R. 

5 cars . 10 & 12’ heavy 8’ Common 
Oak Dimension. 

5 cars 6x6—8, 10 & 12’ heavy 8’ Sound & 
Square Edge Oak, including some mixed 
hardwoods. 

10 cars 6x8 Common Oak Dimension, 8 & 
longer, heavy 8’ lengths. 

10 cars 4x4—8, 10 & 12’ Sound & Square Edge 
Oak, can include some mixed hardwoods. 

3 cars 2x6, 8 10 & 12” Sound & Square 
Edge Oak. 

Shipment about two cars per week each item. 

CANTHOOK LUMBER CO., 722 Chestnut St., 

St. Louis 1, Missouri. 


FOR SALE: 3x3 Hardwood Furniture Squares. 

Kiln dried, cut to length. M. C. Rumley, 

P. O. Box 296, Tuscaloosa, Alabama. 
FURNITURE SQUARES 

2° x 2” Beech in 18 to 48°’ lengths. The 


Wayne Dimension Company, Waynesboro, 
Tennessee. 











4/4 rough hardwood dimension, 6 months dry. 
Will furnish to your specifications 3°’ and 
wider, 18’’ and longer. 

4/4 and 5/4 mixed southern hardwood core 
lumber. Average width 5°’, lengths 32” to 63°’. 
Giant Bamboo. 2°’ to 4" butt diameter, 18’ to 
36’ lengths. 

WEBSTER BROTHERS 
233 Railway Exchange Bldg. 
Chicago, Ill. 





MILLING IN TRANSIT 


TRANSIT MiLLING 
MPR-539-B 








Can band resaw both Pine and Hardwood, 
ba run Pine S4S, S2S&CM. Shiplap and Car 
iding. 

Can oa Hardwood S2S or S2SIE. 
We are served by GM4&O, Southern and Illi. 
nois Central Railroads. : 
Two Well-equipped plants to serve you. For 
information write, wire or phone: 

CORINTH PLANING MILL COMPANY 

P. O. BOX 501—TELEPHONE 968 
CORINTH. MISSISSIPPI 
OR 
SANDY & HARRIS LUMBER COMPANY 


P. O. BOX 501—TELEPHONE 949-] 
CORINTH, MISSISSIPPI 


BUSINESSES FOR SALE 
Southern California Retail Lumber Yards for 
sale. Generally upwards of $60,000. Twohy 
Lumber Co., er Yard brokers for over 
35 years. 801 Petroleum Bldg., Los Angeles 


15, Calif. 














FOR SALE 

Planing Mill end Millwork Plant with long 
established jobber setup. Located in heart 
of Pacific Northwest Lumber region. Good 
lumber connections. Plant is modern, sprink- 
lered (low insurance rate), all electric. and 
is designed for efficient streamlined opera- 
tion. Fifty thousand square feet factory floor 
space and twenty-five thousand feet shed 
room. Approximately ten acres land, railroad 
connections four transcontinental lines. _Pri- 
vate spur. Frontage on paved street. Total 
employees 70. Sales now running $60,000 
per month in manufacturing and jobbing. 
Business is profitable. Owner wishes retire- 
ment—ill health—28 years in business. Will 
sell with or without inventory. $50,000 will 
handle. Write for particulars. Address D-26, 
American Lumberman. 


For Sale 


Band Sawmill; daily capacity 45,000’, modem 
60,000’ daily capacity Dry Kiln. All electric 
Planer, Trucks an Logging equipment, 
25,000,000’ timber: more available. On_rail- 
road in Inland Empire. Owner retiring. Write 
Box D-24, American Lumberman. 


OREGON SAWMILL FOR SALE : 
Eugene Area. Six million feet Douglas Fir 
owned outright. with mill cutting 500M ft. 
per month. Option on eight million ft. addi- 
tional timber. Located only 15 miles from 
R.R. Complete logging equipment. No Planer. 
Principals —— Price $120,000.00. Twohy 
Lumber Co., 801 Petroleum Bldg., Los An- 
geles 15. 








For Sale: Retail lumber and building supply 
business in good small town excellent farm- 
ing and fruit district in Illinois. Building 
sheds, office equipment and some_ stock. 
Ready to go. Established 56 years. To set- 
tle estate.. Address D-43, American Lumber- 
man. 


MISCELLANEOUS — FOR SALE 











STEEL WINDOWS 
No priority required. 
Large stock casements, 
pivoted. double hung, etc. 
STEEL SASH SALES & SERVICE 
Weehawken. N. J. . 
Hardwood sawdust for sale. Carload lots. 
Thureson Lumber Company. Howell. Michigan 


USED } MACHINERY FOR SALE 


ARLE HART WOODWORKING MACH. CO. 


arge selection of Modern Ball-Bearing Mo- 

orized Used Machines. Get our prices and 

ist before buying. 

“hicago Illinois. 565 W. Washington Blvd. 
Ph.: Andover 3340 

raenshoro N. C.. Davidson Dr.. Sedgefield 
Ph.: Greensboro 

















One Wheland 24’ Right-hand carriage. ! 
block, 36’° opening muscle-set works—Go 

condition. so about 70° V and flat rail— 
Fair condition. Campbell Coal Company 
Fitzgerald, Georgia. 


FOR SALE 2 
135 H. P. Stationary steam engine. Stroke— 
14°—Bore 14”. Manufactured b Ridgway 
Dynamos and mogine- Ridgway, a. 
b O., goot 





Brown L 
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USED MACHINERY FOR SALE 


USED MACHINERY FOR SALE 











PRICED TO SELL 
For Sale: A dust collecting system, in use for 
two years, consisting of the following: Cy- 
clone 25’ by 15’: American Blower Fan ar- 
ranged with a 22 deg. vertical discharge: 30 
H.P. Bg x Motor, complete with switches, 
Belts, saeowse, and Duct Work. 
Priced at only $1500.00 f.0.b. Chelsea. For 
further details contact: THE BLAESS ELE- 
VATOR. Chelsea, Michigan. 





FOR SALE 


Now operating and offered for sale One Frick 
Saw Mill with steam feed, 20° carriage, four 
head blocks, 40°" opening, overhead saw, 36" 
two-saw edger, yay | cutoff saw with lum- 
ber rolls; one 12 x chofield Engine; one 
16 x 24 Continental Engine; one complete stave 
mill; electric power; one timber sizer. 
WILLIAMS COMPANY. Macon, Georgia. 


Three swin 





cut-off — frames, belt 
drives with pulleys, each.............. 
One 66” diameter, Oi" wide, 31§ bore, 
saple spoked, flanged rim cast iron 
ee ye eee ery 
Ohe 76" diameter, 21" wide, 4}§ dcubie™ 
spoked flanged rim cast iron pulley. . 
One centrifugal pump, belt driven low 
— 15” suction 15° discharge with 
of suction pipe and 125’ of Taylor - 
Spiral Black pipe. all $3 
One Gardner, underwriters Fire 
500 gallons per minute 
One Lidgerwood, lap joint upright boiler, 
42" diameter, 100 lbs. pressure........ $2 
One 250 H. P. Heiny Water Tube Boiler 
130 lbs. pressure, together with 25" of 
dP ~ al — needs some spiders 
Ree as eee 
One 3 — steam drum, 150 lbs. steam 
EERE RR ee 
One 40 HP. 220V. 3 ph. A.C. 60 Cy. 600 
RPM F ame cage, motor newly re- 
GN a snares arias arc cub niatarerceeSsee 


GRAYSON LUMBER COMPANY, 
BIRMINGHAM, ALABAMA 


FOR SALE NEW BAND MILL 

ONE NEW Allis-Chalmers LH 7’ Type “C” 
Band Mill = 200 HP Synchronous motor; 
One LH 3 Blk. 52°’ Carriage: One 12’’x36’ 
Steam Feed; One semi-oscillatin cyl. Nigger 
8x10"; Four 10°’x16’ carriage Lumpers and 
all other items making a Head Rig. Stored 
at Cottage Grove, Oregon. Price $28,965.49. 
Address Loyd F. Worley, 1404 National Bank 
of Tulsa Bl g-. Tulsa, Okla. 








FOR SALE 


Complete Band Mills: in New 
England and Middle South; can 
be negotiated at very favorable 








prices. 

Write Phone Wire 
Keystone Machinery Co. 

324 — 4th Ave. Pittsburgh, Pa. 





RAILROAD EQUIPMENT FOR SALE 


1—36"" Gauge, 38-Ton Vulcan 4-Wheeled 
Coal-Fired Steam Locomotive, Saddle 
Tank. Located in Chicago. 


7—40-Ft., 40-Ton Railroad Flat Cars. 
Standard Gauge. Located in Texas. 


2—40-Ton 40’ Box Cars. 
Located Chicago. 
60—50-Ton Flat Cars. 


Standard Gauge. 
Located Chicago. 


IRON & STEEL PRODUCTS, 

41 years experience. 

13424 S. Brainard Ave., Chicago 33, Illinois 
“ANYTHING containing IRON or STEEL” 


INC. 





2—72''x20’ 150 lb. Boiler. 
n Pe Dutch Oven Setting with Smoke 
ac 
1—Allis- Chalmers Heavy Duty Corliss En- 
gine 18°'x42" 
1—84"'x20° 130 Ib. Pressure Boiler. 
“eg bag HRT 100 lb. Boilers with Smoke 
a 
1—10''x16"" Right pus slide valve engine. 
1—10"x16" Filer & Stowell Oscillating Twin 
Engine Feed. 
1—Northern Electric 250 Volt 100 AMP 25 KW 
rie RPM D Generator with Switch 
oar 
l—Peerless 110 Volt—30 KW D.C. Generator 
with Switch Board. 
Large stock of shaftin lle, s and 
=. used belting. IN RAM. phy ER 
MPANY, Yarbo, Alabama. 








Y ITEMS FOR SALE 
COMPRESSORS: All sizes and types. 
BORING MACHINES: 
en Vert. 36°’ auto. feed, 10 


Be ee ne 5: «eatin kos $ 750.00 
Pies vo 5 Horiz. 24°", foot pedal, 
I ales, .e'ep's'a's oe hoc. eee ts 500.00 
jOnsraae 
Ee oe ae 


by 00 
ge RS ES Re eee (00.00 
KNIFE GRINDERS: 32°’ Rodgers-Butfalo 278. 00 


MATC 
Berlin No. 44,15 x6, poury duty.... 2750.00 
Amer. “Triumph” 24x4, 3 sided...... +. 680. = 


Amer. Timber Sizer, 24xl4........... 
MOLDERS: 
American No. 22, 10°’. clam box bear- 
ing, HP mtr. rebuilt, meen 3450.00 
Colladay 7°’’ four side, B/D 


Bee is ana 750.00 
Colladay 9”" four side. B/D......... 1000.00 
American 9°° four side, B/D......... 1100.00 
American 4°’ four side. B/D......... 500.00 
MORTISERS: F & E No. 514, hvy. duty, 

Hollow Chilsel, 2 boring attach- 

ments, 4 motors, up to 3°’ chisel... 1000.00 
Smith & Phillips Comb. Pulley & 

Pocket, B/D DS eae ee 250.00 

NAILING MACHINES & 

OXMAKING E A 
Doig 12 track. closed back, w/mtr.. 600.00 
Doig 9 track, closed back, B/D.... 500.00 
Doig 1 head Corrug. Fastener, 

a ee ee 250.00 
Beach Boxmakers wood Cutoff, 8° 

rolling table, 3 HP motor. - 00.00 
Beach Boxmakers Cutoff & Dado 

Saw, 8’ mandrel & table.......... 200.00 
C6 OS oer Pemter.......5.....5. 1250.00 


PANEL RAISER: Smith B/D............ 
PLANERS: 
‘ey ~ 24°" single, 2 kn. sq. hd... 650.00 


i; ay 24” single, 2 kn. sq. hd... 650.00 
Fe ‘Ef 16” single, 2 kn. rd. hd....... 50. 

B & M 60” single, 4 kn. sq. hd. 
2, ASE ae 950.00 


Whitney 30°’ Double, 4 kn. 
claim box bearing, belted to 2- 
10 HP motors & starters........... 3000.00 
“Little Giant’’ single, 24°’ 3 kn. 


ES aR rates Sr 550.00 
RESAWS: 
Williamsport 38’’ Scroll & Resaw, 2°’ 
i a ee 1650.00 
Berlin 287, 54° oro 7 eae feed 
works, motor & 7 saws............ 3250.00 
. F & E No. 950, 42” ball” bearing. 10 
HP motor. 
Loomis 30°’ Circular, B/D........... . 700.00 
SANDERS: 
Amer. 48°’ 3 drum roll feed.......... 1100.00 
Yates No. 413, 2 drum Endless Bed, 
Eee ae 3250.00 
SANDERS: 
American 24” disc, & 8°’ spindle.... 275.00 
American 2 spindle, Osc. Vert....... 175.00 
eam 42 & dram, B/D.......26.4.. 1000.00 
SAWS: 
’ Yates G-2 Straight Line Riv, flat 
chain feed. 10 HP motor direct.... 1450.00 
F & E straight Line Rip, flat chain 
 & ake ea eee 1000.00 
Sinker-Davis ball bearina Self Feed 
g Rip, 8°’ arbor, B/D 
Smith “self Feed Gang Rip, 10 HP 
“git RS aaa 800.00 
F & E Tilting Arbor, B/D............ 500.00 
Root Self Feed Gang Rip, B/D...... 600.00 
Swing Saws, ceiling mounted....... 100.00 
Jia Saws, ceiling mounted........... 85.00 
SHAPERS: 
Berlin 2 spindle, babbitt bearing. . 250.00 
TENONERS: 
Smith Single End, no copes, double 
ea ae 250.00 
Colladay Single End, 2 copes, roll- 
_ <2} ae ae 650.00 


American 60°’ Double End, no copes 1000.00 
MISCELLANEOUS: 
Black Bros. ws Taping Machine, 


blower & glue box................ 175.00 
Kelly D. C. Stair Router............. 100. 
Defiance 36°’ auto. Copying Lathe.. 500.00 
ag a Check Rail Borer & 250.60 


F vi E E Back Knife Lathe, 48""........ 200.00 

4’ x 8’ Door Clamp. no dogs........ 

2’ x 4’ four corner Cash Clam 2 

YSTONE MACHINERY ¢ COMPANY 

324 Fourth Avenue Atlantic 1160 
PITTSBURGH 22, PA. 


FOR SALE 3 block Filer & Stowell carriage 
Pacific Coast type airdogs Allis-Chalmers 
Trout setworks in good mechanical working 
condition. Can be seen in operation. Scotch 
Lumber Company, Fulton, Alabama. 








FOR SALE—Crocker-Wheeler generator, 100 
KVA at 277 RPM. 60 cycle, 2400 volt. 3 phase, 
24 amp. directly connected to a 150 HP Ameri- 
can Ball steam engine. both in excellent con- 
dition. THOMPSON MAHOGANY COMPANY, 
Edmund St. & Bleigh Avenue, Philadelphia 36, 


'- Penna. 
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USED MACHINERY FOR SALE 


LEROI POWER UNITS & GENERATOR SETS 
LeRoi four cylinder gasoline- engines, com- 
plete with radiators, = starters, etc., directly 
connected to 31 KVA, A. C. Generators. Gen- 
erators can be detiaiod and unit used 
for power unit. These sets are practically 
new. Price $1250.00. We also have tractors, 
graders, road snags’ and small 4 cyl- 
inder Generator Sets, 5 
Evans, Mt. Sterling. Ky. 


FOR aay ’ 
One jon) al size Enterprise H. Sawmill; 26 
ft. carriage: 4 headblocks; ,4 turner; 36 in. 
Tower E Saas steel lumber rollers; steel track 
for lumber. One practically new 145 H.P. 
Caterpillar Diesel Motor. GEORGE F. BAKER, 
23 Murtland Ave., Washington, Pa. 


FOR SALE—USED MACHINERY 
1—J. A. Fay & Egan No. 140-A Double Sur- 











facer 
1—American 14" to 11/2" Box Board Matcher 
1—J. Fay & Egan No. 100 Knife Grinder 


i-},* ‘Shaving 


1—Construction Power Saw, All Steel Tilt 
Table BB 


JOHN L. HALEY, 1209 N. 29th Street 
Birmingham 4, Ala. Phone 3-2048 


an, Metal Bearings 








Pivwod 


SHIPPED FROM STOCK 


Please write if you wish ALL 
issues of the “Teleply Ticker” 
warehouse stock list, your 
guide to items on hand at this 
great Service Plant... many 
woods, thicknesses, widths, 
lengths and glue lines ... reg- 
ular, water-resistant, WATER- 
PROOF and technical plywood 
..+ Plastic overlaid plywood and 
specialties ... sliced, rotary and 
sawn veneers. ... Aetna’s staff of 
engineers offers its services to help 
with your plywood and veneer 
problems. There is no obligation. 
Write today. 


AETNA PLYWOOD & VENEER 


1732 ELSTON AVE. - CHICAGO 22, ILL. 





DEALERS! 


NOW IS THE TIME to buy Aetnaply Gum, 
Birch, Maple, Oak and Mahogany, while Fir 
is still scarce. Your customers will need these 
hardwood panels for scores of current uses. 


73 





You'll Get Plenty of 
ACTION with a 


CORINTH 


NO. 2 SAWMILL 
...and Fine Lumber Too! 


By actual tests, the Corinth No. 2 
Sawmill has proved its superiority 
in the fast production of fine lum- 
ber—softwood, hardwood and 
mixed. This accurate mill, which 
may be used as a portable outfit or 
set up on a permanent foundation, 
is so sturdily constructed, it will 
stand up in even the severest 
services year after year. 

Send for complete specifications 
and delivery dates. For out-of-the- 
ordinary sawmill problems, ask 
for the services of a Corinth 
engineer. You can depend upon 
him to find a practical solution. 


CORINTH MACHINERY CO. 
CORINTH, MISSISSIPPI 





Speedy, and accurate dou- 
ble-acting set works with 
steel machine cut ratchet 
wheel, for cutting very 
accurate lumber. 


Quick lining steel head- 
block base with adj pesghte 
split knees with h McDo 

outh boss dogs, and aan 
sible wearing plates for 
double-length service. 


Fast, im waved heavy duty 

~Pom 5 works will with- 
pened hard usage. Bronze 
bushed idler pulleys for 
pressure gun greasing. 
Steel machine cut racks 
and : pavone securely fas- 
tened to split knee assure 
long life, and extreme ac- 
curacy. Replaceable with- 
out removing entire knee. 
Adjustable rope feed gears 
permit easy —;, of 
slack caused by wear be- 
tween gear an glaies. 
Cast steel carriage wheels. 
Guide wheel machined to 
fit 20-lb. machined “T” 
rail track. 


18” Steel Splitter Wheel. 








WANTED +t BUY 





LUMBER 


WE ARE USING 200,000 FT. LUMBER DAILY 
IN OUR TWO PLANTS. CAN USE THE FOL- 


LOWING: 


lx4 and wider, Pine, S4S, random Lengths. 
1x4 and wider, Pine, SHIPLAP, random Lengths. 
lx6 or 1x8 Pattern 105, NOVELTY SIDING. Random 


Le 


ngths. 
2x4, Pine, S4S, random lengths. 
2x6, Pine, S48, random lengths. 
2x8, Pine, S4S, random lengths. 


Lumber can be green or dry. will pay cash for any 


volume, steady shipments. 


FLOORING 


SASH 








MOULDINGS 








DOORS 


WIRE, OR TELEPHONE HADDON HEIGHTS 2-6038 


CENTURY PRE-FAB CORP. 


HADDON HEIGHTS, N. J. 
SELMA, N. C. 
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